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News for the Newspapers—P lus 
Publicity for Merchants 


Furnished Free to Readers of the Recorder 


N this issue, the BooT AND SHOE 

- RECORDER inaugurates a new 

sérvice to subscribers — real 
news -releases, with illustrations, 
for -the- home town newspapers. 
These will be published, one or two 
at a time, in the RECORDER and mats 
of the illustrations suitable for re- 
production in the newspapers will 
be furnished to all who write in for 
them: The reading matter to go 
with the ‘mats will also be published 
and can be turned over with the 
mats to the local editor. 

First, let us say a word about why 
we have inaugurated this service. 

Newspapers these days are full of 
the news of motion picture folk, 
stage people, automobiles, dress and 
millinery styles, recipes and dozens 
of other subjects—all real news with 
a real news value, and published by 
the newspapers not to please their 
advertisers but because they sense 
the public interest. They serve the 
purpose of educating the public; and 
style news, particularly, serves the 
double purpose of giving informa- 
tion and making newspaper readers 
“clothing conscious.” 

To date, however, we have seen 
little in the columns of the news- 
papers which would tend to make 
people either “shoe style conscious” 
(to coin a phrase) or which would 
make them realize the value of the 
proper care of the feet through 
proper fitting or through wearing of 
the right shoe for the occasion. 


Then, too, there is a negative, de- 
fensive side to be considered. 

The Associated Press recently 
carried a news item which, when we 
saw it, bore the very popular head- 
line “The Charleston Is Destroying 
Feet.” Now in all probability there 
are very few people dancing the 





Hoofs on Humans 
Soon Instead of 
Feet, Says Doctor 
Associated Press 

CHICAGO, Dec. 30. — Humans 
will have hoofs instead of feet if 
the present system of shoe manu- 
facturing and fitting is not im- 
proved, Dr. H. W. Bynum of Mem- 
phis, Tenn., declared today in an 
address at the Chicago College of 
Osteopathy. Seventy per cent of 
the American people have defec- 
tive feet, government records 
show, he said. “In the mad rush 
for style and looks our shoes vio- 
late every principle of mechanics 
and anatomy,” he asserted, “and 
if the system is not improved we 
will become a nation with hoofs 
instead of feet. 

“No man can be at his best 
mentally or physically with any 
one of the foot ailments now so 
prevalent. 

“The average shoe fitting is a 
joke—on the man who buys the 
shoe, and it is a question of sales- 


| manship, not shoe fitting service.” 


Taken from an actual newspaper clip- 
ping 






























Charleston, but it is in the news and 
the idea of fget flattening out 
through the violent exercise of the 
Charleston is the wrong kind of 
news, as any shoe man knows that 
exercise strengthens and develops 
the foot. Dancing is one of the 
greatest things in the world for the 
betterment of feet. 


HE truth is that the dancing age 

brought in an appreciation of the 
right size of shoes as well as a 
lighter and more beautiful type of 
footwear. The Charleston being in 
the news of the day, we have pre- 
pared a typical news item, getting 
the opinions of authorities in the 
dance world, and the shoe merchant 
himself can add to the story a para- 
graph or two to the effect that the 
dancing feet of his community are 
better feet, and that he has found 
this out by an examination of hun- 
dreds of feet in his store. 

All sorts of news on shoes that is 
favorable is worth having. The 
wrong sort of news is to try to 
force a man or woman to wear boots 
when they are out of season, or 
something that is unfashionable. 
News ought to link up with the 
fashions. Our trade needs more 
shoe news—beneficial shoe news. 
We want less of the news that is 
going around, such as that by Dr. 
H. W. Bynum. 

There is a whole lot of bunk in 
the medical fraternity, but the pub- 
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lic doesn’t think—it reads and ac- 
cept the so-called voice of authority 
and the injury is done. In no sense 
are we going to make this service of 
the RECORDER’S method of answering 


all criticisms against the shoe trade 
—in fact, quite the reverse. 


E have in preparation a news 

release of the discovery of the 
most perfect pair of feet in the 
world, in Tierra del Fuego. It will 
appear as a second of this series of 
publicity features. Our recommenda- 
tion is that merchants get acquaint- 
ed with their local editors and take 
to them a piece of copy now and 
then, especially if it has the wallop 
of authority. 

We will go still further. We will 
supply illustrations in the form of 
mats so that you can go well armed 
to the editor with illustration and 
text. This expense we are willing 
to bear in the belief that, by helpful 
newspaper publicity, we can create 
a better public opinion of shoes and 
stimulate public desire for more 
shoes. 

The shoe trade is somewhat back- 
ward about telling the news of 
fancies and fashions. We are going 
to make it easy for the trade to get 
this additional publicity. If the 
story on the Charleston as here 
given is interesting, write or wire 
us for the mat and it will be sent 
as quickly as we can have it made. 

Did you ever consider the shoe in 
its many ramifications? Do you 
know anything of the making, the 
assembling of materials, the time, 


Meet the editor—he’s human 


the hundreds of details, the care and 
thought that go into the construc- 
tion of a shoe? Perhaps this series 
we propose will be.more than in- 
teresting to you. 

First let us take the matter of 
materials. Have you ever thought 
of the many countries and climes 
that are called upon to give of their 
native products to the shoe indus- 
try? Far off Asia, India, Africa, 
Spain, South America—almost every 
land contributes something. 

The gathering of these materials 
alone is a romance and a tale of ad- 
venture that will thrill any man. 
Think of gathering kid skins in the 
ages-old country of India! What a 
story it is! Then take the raising 
of cattle on the great plains of our 
own West, or on the pampas of the 
Argentine or Brazil. The gather- 
ing of cork in the mountains of 
Spain and Portugal. The culture of 
rubber and its gathering in the 
wilds of Borneo or Sumatra. The 
growing of flax in Ireland. The 
spinning of silk, the weaving of 
cloth. Is it not a wonderful narra- 
tive? It may be made to cover the 
activities of man all around the 
globe. 

As we shall write it, you will find 
it the most intensely interesting 
series of educational articles ever 
presented to a publication. 

After the materials, the next step 
is the planning of the shoe. Have 
you ever thought of that? How 
many days and nights of thought, 
vision, dreaming, imagining, and 


final drafting do you think enters” 


into the production of a new pat- 
tern? 

Then the styling. What a story 
that will unfold. How the style 
experts of the world contribute their 
wisdom to the matter. What travel 
and research. What study is in- 
volved. 

Then the actual making of the 
shoe. There is a story that will 
hold the attention of the reader for 
hours. It is a story untold up to 
this time excepting through the 
efforts of one large concern through 
the medium of moving pictures and 
lectures. A tremendous subject, as 
yet almost unknown to the people at 
large. e 


HEN the finer and more subtle 

. parts of the series. As the story 
unfolds itself we shall convey to the 
people the real object of the whole 
plan and, that is—a better appre- 
ciation of their shoes; a more com- 
prehensive knowledge of footwear; 
and, to top it off, bringing into 
closer relations the public and the 
dealer. 

In another article we shall give 
you more in detail some of the 
things we have up our sleeve. 

Are you beginning to get inter- 
ested? We want to know it if you 
are. A word from you will indicate 
how well this plan is taking hold 
upon your imagination. 

It is our hope that we shall have 
a large response to our efforts. We 
offer this as the most constructive 
endeavor ever offered to the trade. 
Tell us how you regard it thus far. 
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How to Sell the News Editor 


There Must Be No Attempt to Use Your 
Advertising Appropriation as a Club 


into your local paper it is well 

to make it a cooperative effort. 
Get the merchants of your town to- 
gether and decide what you want to 
do about it. Then, if you have no 
regularly constituted association, 
form one and appoint a spokesman. 
There’s no use in half a dozen men 
going at different times to the same 


[: getting publicity of this kind 


with which to dress up his news 
pages. 

Fourth—It will be appreciated by 
his readers. In the particular in- 
stance of these two releases bearing 
on the Charleston dance, it touches 
a subject in which most everyone is 
interested. While they may not have 
read the statement of the doctor at- 
tacking the dance, they will never- 
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theless be interested in its refuta- 
tion. Perhaps, even, the editor 
would like to have some well-known 
physician express an opinion or 
start a good-natured controversy in 
the local paper by publishing opin- 
ions pro and con. 

Tell him frankly that the idea be- 
hind these news releases is to make 
men and women conscious of their 

feet and appreciative 


editor with the same 
material, text and il- 
lustration. 

Don’t go in a mili- 
tant spirit. 

Don’t tell the edi- 
tor how much you 
spend for advertis- 
ing each year in his 
paper. 

Don’t try to bully 
him. 

He knows best what 
readers want. Put it 
up to him fairly and 
squarely. Your argu- 
ments are several in 
number. 


IRST—You have 

something which 
does not smack, even 
remotely, of advertis- 
ing for yourself or 
your store. All it does 
is to make people 
think about their feet 
and the care that 
should be taken in 
keeping them healthy 
and in adorning them 
with the right kind 
of shoes. 

Second—If he pub- 
lishes news of auto- 
mobiles, reviews of 
theatrical and motion 
picture productions, 
style notes, descrip- 
tions of gowns worn 
by social leaders at 
various functions, 
etc., he ought, in all 
fairness, to give some 
space for what, after 
all, is news even if it 
is propaganda. 

Third—It gives the 
editor, without cost 
to him, illustrations 


First News Release 


Dancing Makes Better Feet 


Dancing Teacher Says: ‘““Dance and Have Healthy Feet”’ 


The dancing fraternity is up on its toes at the charges made by 
Dr. Jos. A. Interland of the Podiatrists Research Association of New 
York, who claims that 90 per cent of all foot trouble is caused by 
too much Charleston dancing. 

Arthur Murray from his school of dancing in New York, says, 
“The statement is absolutely ridiculous. Several years ago my arches 
fell as a result of too much turning out of the toes in ballet dancing. 
I consulted a foremost specialist on the diseases and deformities of 
the foot. Through a simple exercise given me I was cured of flat 
feet. This same exercise is the basic movement of the Charleston. 

“Since then I have found that this same movement is being used 
by the most noted orthopedic surgeons in the cure of flat feet. It is 
identical—without any variation whatsoever—with the movement I 
give my pupils when teaching them how to dance the Charleston. 

“Flat foot is usually caused by excessive pressure on the instep. 
An extreme turning out of the toes has a tendency to lower the 
instep. On the other hand, turning in of the toes and spreading of 
the heels as is done in the Charleston, will raise the instep. The turn- 
ing in of the toes throws the weight to the toes on the outer part 
of the foot and thereby relieves the arch of any strain. 

“The constant toeing in strengthens those muscles of the feet which 
should carry the weight by raising the arch. A few weeks practice 
of toeing in and shifting the weight to the toes as done in the Charles- 
ton, will effect a cure of any case of flat foot if it has not become 
too involved.” 








. the 


of real style and real 
quality in footwear. 
Tell him of some of 
other features 
planned which have 
already been de- 
scribed on another 
page of this issue. 
Tell him you know, 
of course, that he is 
free to use what he 
wants to use and dis- 


‘card what he doesn’t 


want to use. 


ELL him that 

trained newspa- 
permen are preparing 
the series — getting 
up the ideas and do- 
ing the writing—that 
it is being done for 
the benefit of a big 
industry and for the 
good of the people as 
a whole. 

Get his reaction to 
what you say. Per- 
haps he will not take 
kindly to the Charles- 
ton idea, but will ex- 
press a desire to see 
the other releases as 
they come along. 
Perhaps, also, he will 
have ideas of his own 
as to what would be 
“good stuff” to run in 
his paper. If so, pass 
that along to us, as it 
may serve as an inval- 
uable guide in plan- 
ning the campaign 
further. If the edi- 
tors like what we give 
them and enough of 
them can agree on 
what they would like, 
we will meet them 
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Dance and Be Healthy 
Showmen and Dancing Teachers Sap the Charleston Is Exercise—Not Flat-Foot Evil 


When Dr. Joseph A. Interland, president of the Podiatrists Research Association, recently let loose 
a vitriolic torrent of abuse against the “Charleston,” America’s latest dance, he not only stirred up 
opposition among the devotees of this latest fad, but brought down upon his head the wrath of 
dancing teachers and shoe merchants and manufacturers. 

“The Charleston,” says Dr. Interland, “is starting an epidemic of flat feet which will develop a 
host of worse ills.” 

“Nothing of the sort,” say the dancing teachers and shoe men. “The Charleston: has proved to 
be an aid to the foot and body, rather than an evil.” 











Shoe men have noticed that since the dance craze became popular, women’s feet have been 
growing more shapely. The exercise of the modern dance has brought about this change, and the 
Charleston, more than any other dance, gives the muscles of the foot a greater amount of exercise. 

H d In fact, some physicians are advising their patients to take up dancing as a ‘means to better health. 
an Here is Dr. Interland’s blast against the most popular dance that America ever had. 

“Ninety per cent of the present-day foot trouble is caused by too much Charleston dancing. In 

This hundreds of cases examined by me in the last month, patients admitted they had regularly enjoyed 
the gyrations of the Charleston. A majority confessed they had no foot trouble until they took up 
Y this dance. The Charleston, particularly, is resp nsible for flat feet. The present epidemic of flat 
to Your feet will eventually result in complete physical collapse of the sufferers if they do not discontinue the 
strenuous steps and contortions of the latest fad.” 
Local All of which is “bosh” and “tommyrot,” in the opinion of the best dancing masters and leaders 
in the shoe world. 
Edi Ned Wayburn, who introduced the Charleston for the first time in the 1923 edition of Ziegfeld’s 
itor Follies, and who has since taught the dance to thousands of his pupils, says that the estimable Dr. 
Interland is all wrong. And Ned should know what the Charleston does to the feet. That’s his busi- 
ness. 

“When properly danced,” he says, “the Charleston offers every avenue for the pedal as well as 
bodily development of all its disciples. The fear which the Pediatrists feel must have been provoked 
by other than a clear understanding of the dance evolutions. It is impossible to injure the feet by 
any form of the Charleston. 

“During the past two years that the Charleston has been taught, I have watched more than 3000 
students in their daily lessons and find that not only has none been injured but that its study has 
assisted in the individual’s grasp of the ballet an‘4 tap and step dancing. 

“To say that the Charleston destroys the equilibrium of the body and therefore places undue 
stress on many organs is untrue. If such were the case, the majority of toe and interpretive dancers 
would be ill all their lives. What the Charleston does is to give strength to muscles of the human body 
which have never been called into play by the sedate life of many persons. This all leads to bet- 
ter breathing and firmer tissues if anythinz. 

“The Pediatrists say that those who seek to glorify the dance are just plain ignoramuses, but 
they fail to notice the interest wh'ch the National Geographic Society has evidenced and the latter 
organization’s statement that the Charleston wil! probably be America’s national dance.” 





CORDER will want to know, of course, 
printing is done. If that proves to how much of this material eventually 
be the case, let us know and we will finds its way into the columns of 
newspaper cannot use mats—that it furnish the plates, ready for use. the newspapers of the country. 


has not the equipment necessary to One thing more. Won’t you, therefore, send us copies 
make the metal plates (known as We of the BooT AND SHOE ReE- of the issues in which it appears. 


more than half way if humanly pos- stereotypes) with which the final 


sible. 
It may be, also, that your local 
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Experts Stoutly Claim 
Dancing Feet Are Best 


Charleston as an Exercise for 
Shapely Pedal Extremities 
Urged by Local Foot-Fitter: 


Dance and improve your feet is 
what showmen and dancing teach- 
ers maintain in answer to Dr. 
Joseph A. Interland, President of 
the Pediatrists Research Associa- 
tion in his statement, “ninety 
per cent of the present day foot 
trouble is caused by. too much 
Charleston dancing.” 

The action of the Charleston 
exercise muscles of the feet that 
have not heretofore been used 
for the twisting movement 
strengthens and develops’ the 
ankle. Slim ankles are best ob- 
tained by dancing. Inaction of 
the muscles of the feet tend to 
make feet fleshy and less shapely. 

bas er eee OE TOs ctiececee 
shoe store, a prominent shoe 
maker of this city (or town) rec- 
ommends dancing as an exercise 
beneficial to the feet. He says 
beautiful feet were the rule in 
ancient Greece when dancing was 
a compulsory form of. exercise. 
Graceful carriage comes through 
active feet that are flexed and 
limbered by dancing. It is true 
the Charleston is a strenuous ex- , 
ample of foot ,work and its ac-- 
ceptance as a rhythmic exercise 
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More News Stories 


Here are two more short 
news stories that have the 
flavor of interest that editors 
seek. Try handing them to 
your local editor with the sug- 
gestion that they will interest 
his readers. 




















KATZENSTEIN, of the Regent 

e Shoe Co.,. Shreveport, La., 
started to work when he was four- 
teen years old. By the time he 
was twenty-seven he found that 
he had $3,500 and enough confi- 
dence to strike out for himself. 
The old Lyons & Werner shoe store 
at Pine Bluff, Ark., was to be sold 
at auction, so Mr. Katzenstein de- 
cided that it was a good time to take 
unto himself a wife and a store. He 
chose his wife much. more carefully 
than he chose his store. He got a 
wonderful wife, but the store was a 
lemon. He lost $1,500 the first year. 
About this time a salesman came 
along and sold him a few shoes. 
These shoes looked so good that he 
overbought and was in bad again. 
After these early mistakes and set- 
backs at Pine Bluff, things began to 
break in pretty good shape. In 1899 
a branch store was opened in 
Shreveport. This store was the first 
one.in town to have electric lights. 
Later another branch was opened up 
in San Antonio, but the panic of 
1908 was one of the reasons for mov- 





ee 


is incidental to its public interest 
as a dance floor achievement. It 
has been accepted by the younger 
set as a tricky dance movement 
and whether it is done as an 
acrobatic accomplishment is be- 
side the point, the truth as danc- 
ing teachers and showmen affirm, 
is that it doesn’t cause flat foot 
through physical collapse as Dr. 
Interland charges. No sane per- 
son recommends Charleston 
Marathons any more than dieti- 
cians would recommend ham and 
egg eating contests. 

Dancing daughters may con- 
sider the Charleston a frolic and 
dancing mothers may revert to 
the old time dances assured of 
the benefits to foot health by 
much exercise. The most shapely 
feet in the world are noted on 
American women at Palm Peach 
and they have.been developed by 
dancing. 





tion. 


Doing $600,000 in a 45,000 Town 





J. KATZENSTEIN 


ing the stock to Shreveport in 1911. 
By concentrating on the Shreve- 
port store, a mighty pretty business 
was built up, so that in 1920 the 
store was moved to its present loca- 
This room has 9000 square 











Every Girl a Cinderella 


Dance and You Will Get 
Shapely Feet 

Trilby and Cinderella became 
famous through their feet. Miss 
America in every city, town and 
village is on the road to prettier 
feet, through dancing exercise. 
That is the verdict of dancing 
teachers such as Ned Wayburn of 
the Follies, Earl Carroll of the 
Vanities and Arthur Murray, the 
international dancing master. 
Show men universally recom- 
mend dancing as a beneficial ex- 
ercise for the feet. 

Recently Dr. Joseph A. Inter- 
land of New York said “the 
Charleston is responsible for flat 
feet” and that ninety per cent of 
present day foot trouble is caused 
by too much Charleston. The 
showmen say “Preposterous, a 
daily dozen to dance music is 
making the youth of America 
foot efficient. The pedal work of 
a strenuous Charleston brings 
into play every muscle of the 
foot, to its benefit. Each time 
you .dance you are rhythmically 
exercising. Dance and keep slim, 
sit and grow fat. Trim ankles and 
well arched feet are the result 
of exercise and if you must dance | 
the Charleston do so in well fitted | 
dancing slippers. 

? 

















feet of selling space, is the largest 
store in town, and does an annual 
business of more than $600,000. 

Mr. Katzenstein is sixty years old 
and has the pep of thirty. He has 
two sons, Aaron and Frank, who 
are following “in father’s foot- 
steps.” He is heavily interested in 
real estate and is one of the directors 
of the Commercial Bank, an insti- 
tution that has twenty million dol- 
lars in deposits. Most every after- 
noon, Mr. K. slips around the cor- 
ner to the Y. M. C. A., where he 
trots around the running track, pulls 
at the rowing machine, passes the 
hand ball and otherwise has a good 
time. Occasionally of an evening, 
the cards and chips are dusted off, 
and business is forgotten in a 
friendly game of draw. Traveling 
men like to make Shreveport, even if 
they do not get an order, because 
they are sure of a hearty welcome. 
At present educational work is 
claiming some of his energy, as he is 
one of the sponsors of the proposed 
girls’ college that the Methodist 
church is planning to build. 
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Jazz Style Period Here 


ITH a universal feeling that the year prom- 
ises a profit for the retail shoe merchant we 
note a condition in the trend of style that necessi- 
tates a sharpness of wits and a close application to 


merchandising every minute. Jazz in patterns and 
colors has broken loose. The shorter the skirts the 
higher the heels. Trick shoes in all grades. Buy- 
ing from many sources and caution thrown to the 
winds. What carnival spirit has caught the trade 
to make every store stock a jazz collection of short 
lines and fancy numbers. 

It will take all the brains of a retail shoe busi- 
ness to sell them at a profit. 

This manifestation of disorder in styling shoes 
will develop kitchen shop shoemaking as it has 
never been seen before and the factories that de- 
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pend upon a volume of shoes on each style will face 
a more difficult situation ahead. 

The shoe style shows so far this year have 
kindled in every merchant’s mind the idea that 
theatrical type shoes, intricate in pattern, and of a 
combination of colors and appliqués, have a sala- 
bility at first sight by the public. Maybe so, for 
novelties are free sellers, but how about the cour- 
age to ask a carrying price that will bring a profit 
that will cover all the short lines left over for the 
bargain tables later? Style we must have, and 
plenty of it, if women are to be coaxed to buy more 
pairs per person. Millinery methods in footwear 
mean that no two women in a town want to wear 
the same style of shoe. The good side of this new 
situation is that no merchant will take a stock into 
his store and then ignore it. He will perpetually 
worry until the shoes are sold. He will buy one lot 
and then another without thought of duplicate or- 
dering. He will have those fancy shoes on his 
mind until they are sold, and, we think, sold profit- 
ably for his common sense tells him that fancy jazz 
numbers, because of their individuality, must bear, 
each and every pair, a commensurate profit. 


High Heels and Short Fitting 


THREE-INCH heel on a regent pump would 
seem an impossible seller but smart shops 
from coast to coast have them on order. Shoes 
carrying 20/8 heels are not novelties any more and 
their salability is assured. Has the heel taken the 
center of the style stage and created a style demand 
all its own? That is the talk of the hour in the 
shoe trade. One thing is certain—that a high heel 
has made a new fitting complex. As one store dis- 
covered after it had lost a number of customers, 
these 214-in. heels destroy all fitting rules and 
standards of the store. The two sizes extension 
has gone to limbo. The new high heel styles are 
fitted short and snug. Test it out for yourself, 
elevate the heel and the foot does not ride forward 
with each and every step. The new heel height 
elevates the extensor muscles, the walk of the 
woman is tilted and mincing steps come back. Per- 
haps the Charleston has had something to do with 
it, but such a strenuous exercise would almost make 
one believe that foot comfort was requisite. What- 
ever it is, high heels are here and they will go 
higher and fitting with two sizes extension is a 
thing of the past, for the short forepart and wide 
ball is a necessity in this new shoemaking. These 
new styles of shoes will necessitate much more ac- 
curate shoemaking and the best of materials, if 
they are to stand up. The call for these higher 
heels is not only in the cities but in smaller com- 
munities, proving that high style is no longer a 
prerogative of the city but is nationally evident 
in all stores. 
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Buy the center sizes and you won’t go far wrong 
leaving to the odd foot size either a different style 
or disappointment. 


The Public Wants to Know 


RESS is such a large part of social life that a 
new order of things is appearing in news- 
paper copy. Merchants are telling editors some- 
thing fresh and newsy about their wearables. It 
is just that sort of thing that we believe can be 
capitalized to the merchants’ benefit. We are start- 
ing it in this issue with a jazzy bit of copy to be 
followed with more substantial news features, illus- 
trations and type. The shoe man has never been 
talkative enough on-his service to mankind, for 
sporting news, politics, automobiles and everything 
else has filled the pages. We hope to turn a public 
eye to shoes by asking you to help yourself in your 
own community, by seeing to it that it at least gets 
to your local editors. 


Remember the Facts 


UITE often a well qualified speaker addresses 

a meeting of business men and presents facts 
that would be of very great value if they were re- 
membered. Many members of his audience assure 
themselves that they will use the new information 
in their business, but when they get back into their 
usual routine they forget what they have heard. 

Later they hear the same facts again and once 
more they assure themselves that they will use the 
information, but habitual routine excludes the new- 
ly acquired knowledge. Fortunately, they will hear 
the same facts a third time and many times until 
they eventually become fixed in their consciousness 
and become a part of their reasoning equipment. 

That is the process of education. If it takes 
business men some time to absorb facts of vital 
concern to their business, how much longer must 
it take to educate a public to an appreciation of 
facts in which it feels little concern. However, it 
is most necessary that the public learn the value 
of the functions 
and services of the 
retailer in the com- 
munity. 

It is not enough 
to make a brief 
statement of facts when I get 
once and _there- these on! Ko 
after expect the ic 
public to know the 
value of the ser- 
vice you render. 

The schools oper- 
ate year after 
year because a new 
generation is con- 


rll give that 


uy’a run for 
his money 
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stantly coming forward, which must be taught the 
things that others have learned before it took its 
place of prominence. 

Some day the retailers of the community will 
organize a systematic process of education and as 
a result will suffer less from misunderstanding and 
criticism. 


Let’s Have Better English 


N this advanced age, with so many advantages 

of education and training in polite usage, it 
seems so strange to hear a salesman say to a cus- 
tomer: “We ain’t got any.” Or to hear him ask: 
“Something?” Worst of all, when the sale has 
been completed: “Nothing else?” One would sup- 
pose that such crudities had passed out with the 
standing leg boot, but if you listen you will hear 
them in many stores today. The trade needs a 
school of instruction in language as much as in 
fitting. 


What’s Wrong with Conventions? 


E majority of the shoe style shows and conven- 
tions for this year have passed into history. 
Much oratory has been poured forth, and not a 
small portion of it has been directed at empty 
chairs. Conventions and style shows bring to- 
gether a host of merchants, more than any other 
event, and these gatherings should be the means 
of educating the entire trade to better standards 
of doing business and to better methods of making 
a profit. It is a sad commentary on the industry, 
however, that those who need education the most 
are those who either do not attend conventions, 
or if they do attend, spend their time in the hall- 
ways and lobbies of the hotels, rather than in the 
convention hails. Unfortunately in most trade or- 
ganizations, a chosen few do all the work, give and 
give of their time and knowledge. Again the same 
chosen few sit in the convention: halls to gather 
the knowledge that their fellow merchants, or men 
in other lines of business have to offer. 

Not every mer- 
chant can attend 
his national con- 
ventions, but he 
can attend the 
meetings of his 
town or State 
organization. He 
needs to attend 
these meetings, to 
sit and listen to 
the wealth of ideas 
that are poured 
forth freely at 
these interesting 





gatherings. 








HE position in 
which you 
stand has a lot 


to do with what you 
see and how you in- 
terpret the visions 
perceived by the eye 
and passed on to the 
brain. This truth is 
nowhere more evi- 
dent than in the 
shoe trade. There 
has been much talk 
lately of getting 
the manufacturer to 
view certain prob- 
lems and situations 
from the standpoint 
of the retailer and 
vice versa. 

It has been given 
to few men to look 
at the big problem 
of distribut- 
ing shoes from both 
sides of the fence. 
One of these is 
Maurice A. Weiss, 
who, after a_suc- 
cessful career of 
many years in the 
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What the Merchant 
Expects 


Right styles at right prices 
and real style information. In- 
formation that will fit in with 
the type of customer the retailer 
is trying to serve. The manu- 
facturer should not give the re- 
tailer a “bum steer” on styles. 
Prices should be figured so that 
the retailer can put on his usual 
mark-up and arrive at a selling 
price that fits in with his gen- 
eral store policy. For instance, 
a shoe that figures to cost the 
retailer $7.75 is out of line. It 
should be brought down to $7.50, 
so that the retailer can get 
$12.50 a pair, a 40 per cent 
mark-up. On the price basis of 
$7.75 at a 40 per cent mark-up 
the retailer would have to mark 
his shoes $12.91, an impossible 
price. 

Proper delivery service. The 
retailer should expect the manu- 
facturer to live up to his deliv- 
ery dates as far as possible. He 
should expect quick service, 
when possible, and only if he 
has placed his staple orders far 
enough in advance of the season 
to permit the manufacturer to 
clear his factory in readiness for 
a last-minute rush on a new 


What Manufacturers 
Expect 


Reasonable cooperation on 
buying. The producer has a 
right to expect the retail mer- 
chant to order his staple and 
semi-staple requirements earlier 
than he is doing at present. 

Reasonable orders. The retail 
merchant should concentrate 
more in his buying—that is, he 
should restrict his sources of 
supply. I don’t mean put all his 
eggs in one basket, but the av- 
erage merchant buys from too 
many manufacturers at present, 
and gives too few real orders. 

Consideration on styles and 
delivery. The manufacturer does 
not expect the merchant to call 
for changes in patterns that in- 
volve additional labor, without 
additional expense and proper 
allowance of time for making. 
If the manufacturer is held up 
on materials or by labor diffi- 
culties, the merchant should 
make a reasonable allowance 


When Merchant and 
Manufacturer Get Together 


There Are Two Sides to Buying, Says Maurice A. Weiss and Each 
Must Think of the Other’s Problems 


shoe manufacturer. 

“Viewed from both 
angles, the problem 
of right buying, for 
the retailer, as well 
as manufacturer, re- 
solves itself into this 
—he should buy his 
staples and_ semi- 
staples far enough 
in advance of the 
season to give the 
manufacturer a 
chance to produce 
them properly. On 
his novelties, he 
must, perforce, wait 
until a rather defi- 
nite style trend is 
developed. This the 
manufacturer should 
realize, and should 
adjust his produc- 


‘tion so as to take 


care of the novelty 
demand when it does 
come along. 

“The average re- 
tailer has little or 
no conception of the 
extent of manufac- 





retail field, has 
shifted over to man- 


style. 








for deliveries. 





turing problems. He 
doesn’t know the 














many, many steps 





ufacturing and is 
now general man- 
ager for Strassburger-Stiles, Inc., 
one of the leading producers of high 
grade novelty shoes in the Brooklyn 
section. 


se AURIE,” as he is familiar- 
ly known, has some fresh 
ideas on the subject of shoe dis- 
tribution; ideas born of his long ex- 
perience in the retail field, plus his 
work in a new: (to him) branch of 
the trade. Listen to his story: 
“First off, it is impossible for the 
retail merchant fully to appreciate 
the problems of manufacturing, just 
as it is impossible for the manu- 
facturer to realize entirely what the 
retail merchant is up against. I 
now realize how little of manufac- 
turing I knew as a retailer. How- 


ever, in my experience, there never 
was a time when the two came closer 
together for real cooperation than at 
present. The view that there is 
natural opposition between the re- 
tailer and manufacturer is rapidly 
passing out, and the quicker it dis- 
appears the better off the entire 
trade will be. There are still some 
retail merchants who expect the im- 
possible of manufacturers, just as 
there are manufacturers who expect 
retailers to do the impossible. 
“There are a host of small details 
that might be discussed along this 
line, but the most important and 
biggest question that the trade is 
facing is that of buying. It was my 
biggest problem as.a retailer and is 
also my first consideration as a 


that go into the 
bringing out of a new pattern, from 
the time the paper pattern is drafted 
until a half dozeh pairs of shoes are 
made and tried for fitting qualities 
and other necessary features—the 
trouble involved in getting stripping 
and folding to go on properly, the 
changes in the wage scale that are 
involved when a new pattern is put 
into the works, and how the slightest 
change in a pattern involves a tre- 
mendous amount of refiguring on the 
cost of production and prices. 


66 HEN there is the problem of 

keeping up supplies of mate- 
rials. New materials are not always 
easy to get—yet some retailers do not 
take this into consideration. Lasts 
are another source of trouble. We 
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Snapped at the order book—M. E. 
Maurice A. Weiss, once merchant, 


have 5000 pairs of one last, for in- 
stance, and still run short and are 
forced to wait until they can be 
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Steinfeld, salesman; Paul O. Kuehn, merchant of South Bend, Ind.; 
now factory salesmanager; and Charles C. Armstrong of South Bend, 


Ind. 


pulled from shoes before using them 
again. 
“Colors, particularly light shades, 


bring new problems. The care in 
handling is almost unbelievable to 
the average merchant.” 








Not Moving to Cookeville 
(An error corrected) 


The Jan. 30 issue of the Boot and 
Shoe Recorder carried a news note 
to the effect that S. D. Nichols of 
“the McKenzie Shoe Co. of Fond du 
Lac,” had decided to move his 
factory to Cookeville, Tenn. 

To have been completely wrong, 
it should have read the “Menzies 
Shoe Co.” 

“Never, at any time,” says S. D. 
Nichols, president of the Menzies 
Shoe Co., “has anything been said 
about moving either of our plants. 
If a branch factory is started at 
Cookeville, Tenn., it will be for the 
sole purpose of taking care. of 
orders that we are unable to manu- 
facture fast enough in our two large 
factories here in Fond du Lac.” 

Needless to say, the Boot and 
Shoe Recorder regrets that a mere 
report concerning the establishment 
of a branch factory should have 


been misinterpreted to such an ex- 
tent as in our Jan. 30 issue. 


Sell Slippers All Year 
Round 


That topic of selling more slippers 
bobs up again right now. 

Several merchants are selling more 
slippers to folks who stay home 
nights and tune in on the radio. 

Some merchants are selling more 
slippers to women who wear low-heel 
slippers, like boudoirs, when at 
home, and high-heel pumps when out 
working or visiting. It rests their 
feet. 

There is a mighty good argument 
for selling slippers to women. The 
feet need to relax and rest. That 
changes the tension on the muscles. 
Wearing the same shoes all day long 
strengthens some muscles at the ex- 
pense of others. 

Then we have the argument about 


selling more slippers for gifts, not 
just at Christmas time, but any day 
of the year. 

Some makers are trying to bring 
slippers for house wear into the nov- 
elty class, the same as shoes for 
street wear. They are trying new 
lasts, new patterns and new ma- 
terials, and are keeping down the 
price to the popular basis. 

Hence there is a chance for many 
a merchant to sell slippers the year 
round. 


A Home-Like Factory 


The Ideal Baby Shoe Co. is occu- 
pying its new quarters at 70 Locust 
Street, Danvers, Mass. Here it can 
make twice as many shoes as in its 
former shop. But that is not the 
whole story. The new factory is 
home-like—that is, attractive, com+ 
fortable and pleasant to work im 
The point is important, since the 
Ideal company aims at daintiness. 
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Texas Convention Struts in Colored Kids, High 
Heels and Then Expects Strong 





UT in the West, where men 
O are men and women become 

governors of their States, 
Texas set up a new record for con- 
ventioning. The setting was Fort 
Worth—in sunshine—Feb. 8, 9 and 
10—while the North Country was 
shivering under a blanket of snow. 
A registration of 800, seven floors 
of the Texas Hotel reserved for 
sample rooms—and buying an actu- 
ality. That’s the round-up. A 20- 
ft. bulletin with salesmen’s names 
and their lines, 
and a crowd be- 
fore it all day 
long. We ask 
you, did they 
buy? Yes, and 
then some—and 
practically all on 
theatrical ty pe 
footwear in col- 
ors or in white 
for April ship- 
ments. 

Some eighteen 
roads, rail and 
auto, lead into 
Fort Worth. 
One highway 
stretches from 
Winnipeg to 
New Orleans 
and cuts 
through Fort Worth—it runs from 
pines to palms. Here was the meet- 
ing place for the bunch of shoe men 
from Texas, Oklahoma, Louisiana, 
and some from Arkansas and New 
Mexico. Added to these were shoe 


traveling men, manufacturers, etc.. 


HE first program event was the 

pre-convention banquet given by 
the Southwestern Shoe Travelers’ 
Association in the banquet hall, 
which was the Top o’ Texas Room. 
Some spread, pep and music. E. M. 
Muse, president of the travelers’ as- 
sociation, turned the meeting over to 
Texas oratory from judges, lawyers, 
the head of the Texas Rangers, and 
some shoe men and business paper 
editors. As a leader for the day to 
follow it was the best get-together 
of the year, anywhere. 





White Season 


Monday morning saw buying and 
plenty of it, for merchants were 
sure of themselves on colors. They 
duplicated on colored shoes on which 
they had previously ordered and 
then ran to whites. 


IGH noon—and a crowd of 
nearly 1000 men and women 
joined in luncheon and then listened 
to speeches. 
L. E. Langston, perpetual general 
chairman of the convention, said 


Opinions on Style at the Texas Convention 


Light colored kids and grays to hold until hot weather. 
Blacks good, if lasts ond toes are right. 
Summer to be a strong white season, principally in all 
white. Extremely high heels to be confined to the highest 


grades of shoes. ~ 
In whites, 65 per cent should carry heels 14/8 and under. 

Appliqués and overlays of one to five colors on colored kids. 
Strapped shoes to hold first place, with pumps second. 
Heels very much ornamented. 
Sport shoes to sell strongly. 





that the fifth convention to consec- 
utively show in Fort Worth was an 
opportunity to make the event 
permanently a Fort Worth institu- 
tion, and to see how bankers, busi- 
ness men and neighbors of the shoe- 
men joined hands with them is to 
volunteer the hope that other cen- 
ters of the country might well use 
this convention as a pattern for its 
management and civic pride. Not 
only did the newspapers spread all 
the news and pictures but Monnig’s 
store held open house the hotel was 
in bunting, and the stores cooperated 
by window displays and signs ad- 
vertising the convention. The busi- 
ness men spread a dinner for the 
guests from without the State. 
After Langston opened the meet- 
ing Monday noon, Sidney L. Sam- 
uels gave the city welcome with re- 











sponses by Day M. Fexler of Okla- 
homa City, E. H. Muse of Fort 
Worth, L. F. Tuffly of Houston, the 
follow-up by F. A. Mahler of St. 
Louis and Oran McCormick, pub- 
lisher, who was a former Fort 
Worthian. The luncheon speaker 
was George M. Spangler, who indi- 
cated that better business and bet- 
ter ethics came from organization, 
for 90 per cent of the merchants 
need help and inspiration, while only 
10 per cent held the answers for 
their own suc- 
cess. “If you 
are not making 
money you are 
not the proper 
asset to your 
community that 


you should be,” 
he said. “And 
every man 


should get a 
profit for every- 
thing he sells.” 
His final shot 
was, ‘‘make 
money on the 
product you sell, 
now is the ap- 
pointed time.” 
With the dig- 
nity side of the 
convention over, 
a couple of hundred merchants went 
down to the Long Horn Room 
where the best part of the conven- 
tion went into session. Young Har- 
old Volk of Dallas, as presiding of- 
ficer showed his skill by assigning 
to each speaker a pertinent part of 
the style trend and in orderly fashion 
the meeting tried to reassure every 
merchant that what he has already 
bought in colored kids has every 
reason to be profitably sold. In this 
sense the conference was proof posi- 
tive that down Texas way the call 
for light colored kids and grays will 
hold until the hot period; whites 
should not be pushed too early to 
give light colors a good chance at 
the public purse. Pastel colors and 
Florida tints on fabric are pretty 
and so acknowledged by women, but 
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not heavily bought. Blacks should 
continue good if lasts and toes are 
right, for when the customer can- 
not get a colored kid to match 
dresses the only alternative is black 
which can be worn with almost any 
tone. For dress, colored dressy 
shoes with 20/8 heels and Texas 
round toes will be the vogue. Higher 
heels add to the beauty of the arched 
foot but should be kept to the high- 
est grade footwear, and if you want 
volume in an average community, 
ride ’em carefully for the real vol- 
ume sellers will be on lower heels. 


HE foregoing is a summary by 

Harry Volk, who staged the style 
forum. He said every merchant 
should increase his own appreciation 
of what he bought, for if you are 
satisfied that the shoes were well 
bought 50 per cent were then sold 
already, and if, furthermore, this in- 
formation was transmitted to the 
sales force the shoes were then 75 
per cent sold. “Uncertainty is 
dangerous. Be sure you are right, 
then go ahead,” he said. 

Frank R. King told of style con- 
ferences and how the dress scheme 
fitted in with the hosiery require- 
ments and then shoes trailed along. 
Happily this season the lighter 
shades of blonde, sauterne, parch- 
ment and opal gray, fit into the 
harmonies of all. He said gray had 
its place, if distinctive in shade, in 
high grade footwear. Harry Volk 
followed with the advise that col- 
ored kids are good, whites are go- 
ing to be exceptionally good and the 
lighter colors are also to go well into 
the summer. He admonished the 
trade not to put the knife into kids 
in colors too early in the season, but 
to make them earn a profit. 

Harry Scoggins of Houston, 
Tex., said that nothing can take the 
place of colors excepting a rush for 
whites; that the lighter the shades 
of kid the better, even champagne 
with a lot of life to it, and that the 
smart shoe bought in the past 90 
days is good for the next 90 days. 

Day M. Fexler, of Oklahoma City, 
spoke on the importance of black 
shoes. 


“Don’t get nervous on blacks,” he 
said, “for they never go out of style. 
As proof, a new clerk coming into 
the store has eyes that are fresh to 
even old stock because it is new to 
him. Such a man is a tonic to the 
rest of the staff, for he sells what 
the store has until he, too, has de- 
veloped prejudices.” 

L. F. Tuffly surprised them when 
he said that his outstanding busi- 
ness was done on sport welts in tan 
and smoked leathers and in contrast- 


ing and blending combinations. 
From Dec. 15, he sold twice as many 
sport oxfords with low heels as he 
did in the whole year before. The 
heels are low, the eyelets three or 
four, the pattern now and for the 
future, with broad toes, short 
vamps, eight, nine or ten, eight 
heels. Slashed or without tongue, 
and even if they look awful to the 
old time shoeman they are called 
for so much that the thing to do is 
give the public what it wants. 

Ralph Chastain, of Beaumont, 
said that in women’s shoes the dark 
blonde calf oxford with a creased 
vamp is a real sport model seller. 
He acknowledged that he had 
neglected low heels but would remedy 
that by his purchases at the con- 
vention. In contrast his real profit- 
able numbers had higher heels, 
averaging 20/8. These high heels 
will sell but cannot be handled at a 
profit unless the merchant doubles 
his money. 

A red hot discussion followed on 
fitting methods with Harry Scoggins 
saying that the style way of selling 
shoes is to fit ’em the way the cus- 
tomer wants ’em. Once a two or 
three size extension was accepted, 
but today the higher the heel the 
shorter and rounder the toes. 


MERCHANT from the Panhan- 

dle wanted to know whether 
white buying was on styles of a 
tailored character and if all whites 
are best. 

Will Harris of Sanger Brothers, 
Dallas, said he looked for 35 per 
cent straps, the balance divided be- 
tween operas, D’Orsays, front gores 
and step-ins; 45 per cent in strap 
effects in white, following the col- 
ored vogue, with balance strapless 
and practically all solid white. This 
was interpreted as all over white, 
with few trimmings in colors, even 
the rumored high colors, or even 
black trim. 

In whites, 65 per cent of the 
shoes should carry heels 14/8 and 
under, and the balance high heels, 
with little black trims and high col- 
ors on trial as trimmings over white. 
There is a place for a high riding 
strap, ankle high, but not so that it 
cuts into the ankle. 

The-comment generally on high 
heels for high novelty footwear was 
agreed to with emphasis, to have 
these shoes to show their public ac- 
ceptability at a price twice the cost, 
if merchants are to break even. 

As an interlude Oran McCormick, 
business paper publisher and an old 
Fort Worth boy, told of some of his 
experiences and indicated that styles 
were making the trade, but to guard 
against confusion. 


BOOT AND SHOE RECORDER 61 


Charles B. Evans, president of the 
National Shoe Travelers’ Associa- 
tion, said that all the fancy colors 
had not interfered with his black 
business for the colors were bought 
as extra shoes and sold accordingly. 


N the business session the fol- 
lowing committees were ap- 
pointed : 

Executive: R. M. Logan, W. E. 
Buckley, R. J. Hill. 

Finance: H. F. Volk, B. L. 
Dillingham, L. E. Langston. 

Legislative: B. L. Dillingham, C. 
H. Mueller. 

Publicity: E. C. Jordan. 

Membership: H. L. Davis, W. B. 
Taylor. 

Freight and Transportation: R. 
D. Chastain, Edward Kelton. 

Insurance: J. M. Watson, L. E. 
Langston. 

Arbitration: W. E. Buckley, C. 
M. Selby, R. D. Chastain. 

Resolutions: W. E. Buckley, B. L. 
Dillingham, H. F. Sanderford. 

In the Top ’o Texas room the style 
show was held on Monday night and 
it was a Charleston delight with the- 
atrical type shoes on every foot. 
When the heels were not from 20/8 
to 30/8 the patterns were tricky and 
involved. The lighter shades of col- 
ored kids predominated with parch- 
ment leading and then the scale ran 
down to bois de rose. All invari- 
ably were overlayed and appliquéd. 
One show shoe was decorated with 
dice, card emblems, race horse de- 
signs, etc., but it was not so far dif- 
ferent from those with reptile trim- 
mings with open shanks and with 
patches and triangles in contrasting 
colors. Pink kid was a novelty but 
many a merchant thought it worth 
while. Leopard trimming gold pat- 
ent, paisley tinsel brocade, plenty of 
appliqués in one, two or five shades 
of a color in leaves or petals or over- 
lays. The heels were so much or- 
namented that it looked as if the 
ornament had departed from the 
throat and gone to the heel. Straps 
in fine one strap effects were best, 
with pump effects, second. As a 
style show it had a real kick, aside 
from plenty of Charleston dancing. 
The girls first came out as artists’ 
models with smocks, palette and 
brush, then made three more 
changes. Some vaudeville entertain- 
ment followed with dancing for a 
finale. 


E high spot the style pulse of 

this convention, leaving to next 
week the pictures and the windup. 
Texas proves that “pep in every 
step” will make more shoes salable, 
providing a real profit is asked on 
these intricate patterns, for they 
[CONTINUED ON PAGE 57] 
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A Conflict in Men’s Footwear 


Heavier and Louder, or Lighter 


City convention developed an 
interesting discussion on men’s 
shoes. Apparently there is a conflict 
of style, which every shoe merchant 
must recognize. How to swing men 
from the heavier types of footwear 
to the lighter types and thus make at 
least two distinct seasons in the 
men’s wear business, isthe problem. 
The following verbatim’ report 
taken from the open forum session 
at Atlantic City throws considerable 
light on this perplexing problem. 
Jesse Adler: Even shoe men 
don’t know how to give the proper 
attention to their shoes. Most of 
you men here are wearing old- 
looking ‘shoes and you want to go 
out and sell men’s shoes. Why not 
start at home? Start dressing your 
own feet. Have shoes for all occa- 
Don’t wear tan shoes at 


[a open forum at the Atlantic 


night. 

Some of you men would get mar- 
ried in tan shoes. If you want to 
sell shoes to men and sell them 
plenty of shoes, why not start at 
home? I think it is a shame the 
way men are dressing their feet. 

You take a girl out and you are 
tickled to death if she is well 
dressed and you want to have her 
wear good-looking shoes, and what 
do you wear? 

You want to put on a good-look- 
ing pair of shoes. You can’t sell 
the public “shoes for every occa- 
sion” unless you start at home. 

You change your hose? Why not 
your shoes? Really from a health 
standpoint if shoes were changed 
oftener, as often as underwear and 
as hosiery, men would not only 
have more comfort but they would 
have more health. 

It is the one pair of shoes worn 
continually that causes more foot 
trouble than anything else and I 
think it is up to you shoe men with 
your experience to give it a lot of 
prominence. Men should dress as 
well as women. It isn’t a. one-sided 
social affair. 


{NETTING right down to the sub- 

ject, the big thing for the sum- 
mer will be light-weight shoes, There 
is no. question about that. Light- 
weight shoes started about two or 


and More Color 


three years ago and are gradually 
increasing so that today I think 
there will be no trouble in selling 
many of them. The American pub- 
lic have been wearing oxfords now 
for the past few years. Last year 





Plan Now—Summer- 
weights 


HE great value of an open 

forum is the opportunity 
it gives to bring out both sides 
of a question. At the Penn- 
sylvania Shoe Retailers’ Asso- 
ciation convention recently, 
the majority of merchants ex- 
pressed their faith in lighter 
weight footwear, salable 
about May 15, and timed to 
appear with straw hats. 
Heavy shoes to hold good until 











then. The great percentage 
of black in men’s footwear is 
something significant. 

The light weights and the 
lighter colors of tan can be 
put over if enough merchants 
will plan now for the cam- 
paign on summer weights 
starting May 15. If twenty- 
five per cent of all the shoes 
sold during May, June, July 
and August could be on light- 
er weights, it would be a great 
start in making a two-season 
year in men’s shoes, and there- 
by increasing the per-capita 
oa 


ws 


I think throughout the country 80 
per cent oxfords were sold and 20 
per cent boots, on an average. In 
some sections they sold 50 per 
cent '‘oxfords, but the average 
throughout the country was about 
80 per cent. : 

During the winter months they 
were in medium and heavy weights. 
When summer comes along it is 
necessary for men to change to 
light-weight oxfords. They wear 
straw hats and mohair suits and 
light underwear. To go with that 
it is necessary from a comfort 
standpoint to wear light - weight 
shoes. I know that throughout the 
country all the retailers are put- 








ting in light-weight shoes. They are 
going to be the one, big outstand- 
ing feature for this coming season. 

As to colors, they are going to 
wear light colors in tans for the 
summer. During the past four 
months we have sold many a black 
shoe. In fact, I think that black 
shoes predominated. We are going 
to sell blacks during the summer 
time but with the lighter suits and 
the lighter weight shoes, plenty of 
tans will sell. The tans will run 
right up into the lighter shades. It 
seems as if some bronze shades will 
be quite a feature. Because you - 
don’t sell light colored tan in your 
locality it doesn’t mean it can’t be 
sold in some other community. You 
must figure out what your cus- 
tomers want. 


HEN it comes to shapes, I 
think you will find out that the 
broad brogue will he the seller, not 
the balloon type. The balloon type 
seems to be waning. I don’t mean it 
will not sell but you will sell less of 
them and more of the brogue types. 
Mr. Foster: In regard to the 
balloon last, are the trousers get- 
ting any narrower to eliminate 
your balloon last? 

Mr. Adler: Even the broad trou- 
sers look well with the brogue type 
and the broad brogue. When I say 
balloon I mean that extreme broad 
one. From the consensus of opin- 
ion among retailers the balloon 
type seems to be waning. The 
brogue is still very good and goes 
with these broad trousers. We are 
buying some and we will sell some, 
that is, balloons, but I am going to 
be very careful of them. 

Mr. Bikle: Mr. Adler, when you 
talk of light-weight shoes, you 
mean light-weight soles or light- 
weight looking shoes? 

Mr. Adler: I mean light-weight 
looking shoes, shoes having a thick 
inner sole so that it is substantial, 
outer sole must be of good quality 
of about an eight and a half iron 
in the center skived off on the edge 
so the shoe looks extremely light. 
Light-weight upper leather must be 
used. They will feel like a slipper 
to a man’s foot and will give him 
a great deal more comfort than the 
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heavy weights he has been wearing. 

Mr. Gueting: What percentage 
would sell in the average metro- 
politan center of light weights for 
the summer? 

Mr. Adler: Any percentage that 
I should give you on the amount of 
light weights that I think will be 
sold would only be supposition. 
Maybe 25 per cent. You need some 
light-weight shoes to get that 
trade. 

Mr. Forster: Don’t you think they 
look feminine? 

Mr. Adler: I do not, Mr. Forster. 

Mr. Forster: I do. 

Mr. Geuting: Mr. Adler has a 
colored shirt on and I have a shirt 
on that three years ago I wouldn’t 
have thought of wearing. I believe 
in colors. The man is still peacock 
under his skin. He is still the 
chevalier that he was years ago 
when he wore laces and satins, and 
jeweled buckles on his shoes, but 
he is covered with a veneer. 


HE biggest thing that was ever 
put over in the style game was 
the broad bottomed trouser. That was 


done in six months with the same 
men you will sell shoes to. Why 
not do something like that with 
shoes? We simply haven’t kept up 
with them; that’s all. We have 
been selling shoes from the stand- 
point of utilitarian purposes. It 
has been style for women and wear 
for men. There has been too much 
of that. In other words, if we were 
to start a chain of stores in every 
one of the centers in the women’s 
game, what would we think of? 
Style. If you started a chain of 
stores for men today, what would 
you think of? Wear? I am not 
saying that wear isn’t necessary. 
We will always build shoes that 
will: wear well but let’s not have 
it the paramount thing. Let’s put 
style in. 

We have for years sold a lot of 
light summer weights and we feel 
we have just scratched the surface. 
I think it is a big thing for summer 
and I want to say that we have not 
had one bad reaction on these light 
weights from a wear standpoint. 
The people that sell them have got 
to sell with intelligence. They 





The College Sheik 


IS sox may slip, his trou- 

sers may be 24 inches 
around the bottom but what 
cares he?—his latest stunt is 
wearing tan shoes with a long 
streamline foxing, going right 
to the heel. 

This started in Boston—the 
idea is the lines of trouser and 
shoe flow in the same direc- 
tion—it’s a wow. 
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have got to realize that they are not 
buying a-working shoe. They have 
got to buy it like a silk shirt. 

Mr. Laird: What would you con- 
sider the percentage of tan to black 
for summer? 

Mr. Adler: I think you will find 
about 60 to 70 per cent tan and 
the balance black, according to the 
locality. 

Mr. Geuting: That is a very big 
percentage. 

Mr. Schmidt: I would like to ask 
Mr. Adler whether he feels com- 
fortable in the summer with a real 
light sole? 

Mr. Adler: During the past. I 
have worn an_ extremely light- 
weight to try it out and an extreme 
heavy weight and | get more com- 
fort out of the light weight than 
out of the other. 

Mr. Schmidt: A big percentage 
of our trade insist on heavy bot- 
tomed shoes. I have tried them 
and if you step on particles when 
you are walking along, they are an- 
noying to the feet. 
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This is the original Douglas Condition Map, in use over thirty years for business purposes. There are now very few 


dark spots, and they are mostly caused by purely local c 


itions, such as unseasonable weather, local strikes, 


seasonal industrial slackening, and the like; they will, for the most part, improve in the near future 


A Good Year for Good Businesses 


By Archer Wall Douglas 


In Cooperation with the Research Staff of LaSalle Extension University 


HE production of shoes in the 
United States is running ahead 
of last year, and promises to 
total around 325,000,000 pairs, or 
the largest output since the high 
record of 351,000,000 pairs in 1923. 

Leather is higher in price, also 
rubber, and the shoe manufacturers 
are resisting higher priced raw ma- 
terials, since they know full well 
that advanced prices on shoes will 
reduce the demand from consumers. 

The United States is both ex- 
porter and importer of shoes. We 
exported 5,750,000 pairs during the 
first ten months of 1925, and we im- 
ported 2,500,000 pairs during the 
same period from Europe, South 
America, Mexico, Africa, and the 
Orient. 

Recently shoe manufacturers in 
the Central West have placed a num- 
ber of factories in the small towns 
and cities instead of concentrating 
them in large units in one great 
center. They thus gain cheaper 
costs of operation, avoid labor 


troubles, and can depend upon con- 
tinuity of production, because thus 
located they can secure a more 
stable and loyal working force of 
men and women who. have a local 
pride in the factory and its accom- 
plishments, and who regard them- 
selves as a “part of the show” that 
is doing much for the welfare of 
their home town. 


ARMONIOUS ~ employer - em- 

ployee relations can be achieved 
in large companies as well as in the 
small ones where the principals have 
better opportunity for cordial per- 
sonal contacts with their employees. 
The executives in large businesses 
can, in various ways, appeal to the 
self-interest of the worker. They 
can sell him shares of stock in the 
business on favorable terms, assure 
him living wages and certainty of 
employment for good work and good 
behavior, and offer him a fair op- 
portunity for improving his lot and 
increasing his wages. Where these 


methods are properly handled, they 
usually result in good work and loy- 
alty on the part of workers, who 
soon come to realize that their own 
interests and those of their em- 
ployers are identical. 


HE steel and iron industry is 

fortifying its strength by an evi- 
dent inclination to keep a price that 
serves well to balance output and 
demand. The composite price of pig 
iron during recent months has not 
varied more than a dollar a ton, and 
the output has been in response to 
orders received. Consequently, there 
has been little or no speculation, 
with profit earned by economical 
and efficient operation. This policy 
dovetails well with the hand-to- 
mouth buying of consumers. 

Under such ‘conditions, the out- 
put of steel and iron is a fairly good 
barometer of the course of general 
business. 

The volume of building construc- 
tion is holding up well. 
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Being On the Floor vs. Sticking 
In the Office 


The Kempner Brothers Vote for the Former; They Know from 
Personal Contact What the Customer Wants 


a better example of achievement 

in the building of business than 
is presented by the story of the 
Kempner Brothers of Little Rock, 
Ark. Thirty-three years ago the 
oldest Kempner boy started a store 
known as Ike Kempner & Brothers. 
The other brothers are Melvin, Dave 
and A. J. The success of the enter- 
prise may be gaged by contrast pre- 
sented by that store of more than 
a quarter of a century ago and the 
Kempner Brothers store of today. 

From a small business occupying 
a space eighteen feet wide and sixty 
feet long, operated with little capi- 
tal and employing the merchandising 
methods of that day, the Kempners’ 
shoe enterprise has grown into one 
of the most modern and beautiful 
stores in the country where every 
device and method that spells prog- 
ress is employed. 

It is an interesting fact that the 
present store occupies the same site 
it did in the beginning. Of course, 
it has literally expanded, spreading 
out on either side until it has a floor 
space of fifty-three by one hundred 
and fifty feet, with three floors and 
a mezzanine. It is not only the 
biggest store in Arkansas in size 
but in volume of business, and it 
takes rank among the big three of 
the Southwest. 

In talking of the expansion of the 
store, Melvin Kempner said that he 
considered hard work the important 
factor. 

The business represents the en- 
ergy and effort of four men and a 
group of efii- 
cient employees. 

At the present 
time, all the 
Kempner broth- 
ers except Ike, 
whose other in- 
terests occupy 
him, devote 
their entire 
time to the shoe 
business. One 
seldom goes into 


|: would be hard, indeed, to find 


Ike Kempner A. J. Kempner 
the store without finding at least 
two of the Kempners on the floor. 
In spite of their success they have 
never become merely executives but 
continue to work and work hard. 
It isn’t at all unusual to see a Kemp- 
ner at the fitting chair or showing 
shoes. Really, the employees not 
only work for but with the. Kemp- 
ners. P 

When A. J. was asked his opinion 
regarding the progress of the busi- 
ness during the thirty-three years 
of its existence, he stated another 
fundamental upon which the Kemp- 
ners have worked. Quality and 
service have played a big part in the 
enterprise, he said. Businesses be- 
come endowed with personalities, 
quite like people, and it has been 
the aim of the Kempners to feature 
quality and service to such a degree 
that it is associated with the name 
of Kempner in the minds of the 
patrons. 


LTHOUGH they themselves do 
not consider it unusual, the re- 
markable cooperation that exists 
among the Kempner brothers is a 
matter of interest and is another 
factor in their success. Each man 
has his particular work, but there are 
frequent conferences and exchanges 
of ideas so that the management of 
the business is the result of the 
combined efforts and ideas of the 
Kempners. In addition to the 
brothers themselves, young James, 
the son of Ike Kempner, is now in 
the store. This young fellow has 


gone into a very much bigger busi- 
ness than did his father, but it 
appears that he, too, has learned 
part of the Kempner philosophy of 
work and may be seen fitting shoes 
and working as hard as the newest 
employee. 


NOTHER aspect of the Kempner 
success is shown in the interest 
and years of service of some of the 
employees. It is the rule rather than 
a matter of exceptional interest that 
men remain with the Kempners for 
long periods. Edward H. Massar, 
who is manager of the women’s de- 
partment, began as a stock boy at 
the Kempner store twenty-six years 
ago. He is one of the most valuable 
and experienced shoe men in the 
South, who has literally grown up 
in the shoe business. He said that 
the insistence upon perfect fitting 
gained and held sustomers for the 
Kempners and was the reason that 
the store was now serving the 
grandchildren of its first patrons. 
A. H. Johnson is another veteran 
employee. He came to the Kempner 
store in 1903. 

The Kempners have succeeded in 
doing what appears almost impossi- 
ble. In 1916, after a disastrous fire, 
they continued business after a ces- 
sation of only a few days. Then 
when the beautiful new store was 
completed they rehabilitated it over 
night, closing their temporary store 
on Saturday and opening in their 
new store on Monday. 

The idea of quality and service 
realized through hard work and co- 

operation has 
resulted in the 
tangible thing, 
the Kempner 
Brothers store 
that one sees 
today. From the 
first glimpse of 
the building it- 
self and its 75 
feet of display 
windows to the 
Dave Kempner smallest details 


[CONTINUED ON PAGE 57] 
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Reception and Souvenirs Bring 


2,900 to Opening of New Store 


HERE can be but one first 
opening of a new store. It is 
not unreasonable to make this 
first opening an auspicious occasion, 
not only for the store owner but for 
the community as well. Tying up 
with the social life of the com- 
munity in which he does business 
never hurt any merchant; in fact, it 
has aided those who have studiously 
tried to make themselves a part of 
the social life in their surrounding 
territory. 

When Johl & Bergman of Green- 
ville, Miss., opened their new store 
recently, they made the opening a 
real gala event. Noon was the ap- 
pointed hour, and as the doors of 
the new establishment, one of the 
finest in the South, swung open, 
there was a waiting crowd. During 
the afternoon and evening fully 


This new store, recently opened by Johl & 
Bergman.at Greenville, Miss., was the scene 
of a real social occasion on the opening day. 
Flowers and other souvenirs were provided 


2500 people visited the store, and 
each one of them was presented 
with a flower or other souvenir to 
commemorate the occasion. It was 
one of the most auspicious events of 
its kind ever held in the city of 
Greenville. 

The Johl & Bergman firm, which 
was established nineteen years ago 
in a modest way and during that 
period served the people of the com- 
munity with the best in footwear at 
the corner of Washington and Pop- 
lar, found themselves in need of 
more room for the expansion of 
their business and purchased their 
new location at 333 Washington 
Avenue. The building was remod- 
eled throughout and no expense was 
spared in their efforts to make the 
store the most attractive in the city. 

The show windows are fitted at 


for the guests 


the base with Verdi antique marble 
with pink and gray Tennessee mar- 
ble trimmings. The panels and 
background are in American walnut 
in piano finish, which gives the 
effect of solidarity and _ richness. 
The windows are of the finest plate 
glass, and each section is so ar- 
ranged that shoes on display may 
be reached from the doors behind 
the sections without it being neces- 
sary to disturb the general arrange- 
ments of the exhibit. 

The approach to the entrance is of 
marble tiling and on entering the 
store the finest array of the newest 
possible store equipment impresses 
one by its compactness and beauty. 

The steel lined hosiery cases have 
ball bearing doors and are in the 
front part of the store. The shoe 
cases are designed so that both the 
ladies and gentlemen may be served 
without any undue delay. The fur- 
niture is of bent wood and all har- 
monizes with the rest of the equip- 
ment, and the rugs are of taupe 
velvet to blend with the beautiful 
drapery. 

The firm consists: of H. W. Berg- 
man, manager, Miss: Jeanette Johl 
and Alphonso J. Hirsch. 
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Attracting Attention with Unusual 
“Sale”? Windows 


L. JONES, manager of the Jones Broth- 

e ers Shoe Store, 314 Main Street, Pine 
Bluff, Ark., states that the main thing neces- 
sary in holding a successful sale of shoes is 
to advertise the event well and then live up 
to all promises made in the advertising. 

The accompanying picture shows how the 
windows of the Jones Brothers store were 
painted red during a sale held by the firm 
a short time ago. A mirror-like space was 
left unpainted, through which pedestrians 
might view the shoes displayed in the win- 
dows. Red “hands” were apparently holding 
up a rectangular clear space in the windows 
before the eyes of the passing people. 

When viewed from across the street, the 
windows of the store presented a rather un- 
usual and startling appearance. Most of the 
people passing along the street in front of 
the store were attracted by the novel plate 


glass front effect. 


Being On the Floor vs. Sticking 
In the Office 


of the filing systems have been care- 
fully worked out. There is a foyer, 
not only because of the additional 
window space-but because it indi- 
vidualized .the store. The arrange- 
ment of the interior was carefully 
thought out. Beautiful cases form- 
ing an oval more than half the 
length of the store comprises the 
hosiery department, which  sepa- 


[CONTINUED FROM PAGE 55] 


rates the men’s and women’s de- 
partments. The offices at the rear 
of the first floor are placed because 
of their accessibility. The Kemp- 
ners. are at all times in close touch 
with the business. These offices 
show a most efficient handling of the 
clerical work connected with the 
store. There is a centralized cash 
system, one employee receiving the 


Pep in Every Step | 


[CONTINUED FROM PAGE 51] 


are pretty but perishable. The shoe 
trade turns a new leaf in the book 
of style with jazz footwear, short 
vamps, the Texas toe, high heels and 
colors, followed by whites and more 
whites. This is a year of Texas 
leadership in popular priced foot- 
wear, typical footwear for the people 
are getting to be eye-sensitive to 
fancy shoes and the girls of all ages 
are the “spendingest” lot of cus- 
tomers the shoe world has ever 
known. Shoes are more important 
than millinery. Any little felt scut- 
tle will do but the shoes must be 


optical knockouts, with hose to the 
kne in light shaded silk sheer and 
fine. : 

Hurrah f6r Texas for style and 
for a footwear year! 


Commonwealth Employees 
Form New Club 


Foremen and office executives of 
the Commonwealth Shoe & Leather 
Company, Whitman, have organized 
the Bostonian Shoe Club-for the pur- 
pose of promoting friendship and 


‘cooperation among the manufactur- 


cash from every department. The 
mail order business is carefully filed 
and records kept in such a manner 
that patrons living outside the city 
may be perfectly fitted at any time. 

The children’s department is lo- 
cated on the mezzanine floor. The 
bargain department is on the second 
and the repair and stock room are 
on the third floor. 


ing and general executives of the 
company, to increase their mutual 
understanding and appreciation. 

The officers elected for the first 
year were: President, Charles B. 
Pierce; vice-president, Harry E. 
Eklund; secretary, Peter W. Hutchi- 
son; treasurer, E. Clifton Taft. 

The standing committees appoint- 
ed were: 

Finance Committee—Ernest H. 
Goodrich, chairman; Herbert O. 
French, Frank E. Donnell. 

By-Laws Committee—Clifford T. 
Cornish, chairman; C. Edward 
Gerstley, Carl W. Waugh. 

Activity Committee—Charles H. 
Jones, Jr., chairman; Charles Bour- 
get, Henry M. Buckley, Lester F. 
Morse, Walter L. Dodd, Harry E. 
Eklund. 
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New findings profits 
Jrom new Repco Brushes and Daubers 








E new line of Repco Brushes 

and Daubers offers a fine op- 

portunity for additional findings 
profits. 


No shoe store is complete without 
a stock of Repco Brushes and 
Daubers. Customers recognize 
their value instantly and little effort 
is necessary to promote their sale. 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery 


Repco Daubers are made only in the 
stapled type. Like the brushes they are 
of the finest stock and finish. 

Repco Brushes are made in six differ- 
ent types. The Daubers are made in four 
different types. 


Show them 
in your 


windows 


San Francisco Branch, 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City 


When writing to advertisers please mention Boot Anp Suozr Recorper 





Corporation, Boston 
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Cincinnati shoes are handled season after season 
by virtually every prominent, successful shoe 
store in the United States. There is a reason. 


THE CAHILL SHOE CO. THE STANLEY DUTTENHOFER THE VAL DUTTENHOFER 
SHOE CO. SONS CO. 


THE JULIAN & KOKENGE CO. THE KRIPPENDORF-DITTMANN 


co. 
THE 
CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. THE VOLLMAN-LAWRENCE CO. 


THE HOLTERS CO. 
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“Crest Finis” 


Sensing the need of high-grade 
style and comfort TURN SHOES 
to retail between the price range of 
eight to ten dollars, and being 
equipped with an organization 
thoroughly versed in all the details 
of the construction of TURN 
FOOTWEAR we are now happy 
to announce our entry into the 
manufacturing field of both style 
and comfort TURN SHOES. 


We assure you the same high 
quality of workmanship, and the 
same origination of style, so char- 
acteristic of our Welt and McKay 
Footgear. 


$ret eneenenmeenetgainenmmmntees minneeentn 
we, reteset eesti pewene 


THE VOLLMAN LAWRENCE CO: 


CINCINNATI 


“Correct, That’s All” 


at oor RE RR: . salanies r 
x ad OTTER OL OS NE IES LTTE ET CET PET A tite 6a Saas _ 
. 
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T. H. CAMPBELL 
says: 

We have handled Cincinnati made 
shoes in ladies’ lines for the past 
twenty (20) years, and can say that 
we feel they are indispensable in 
our stock. 

They are good fitters, snappy up- 
to-date patterns, and good honest 
shoes all through. 


G UCCESSF UL merchants, both large and small, 
find in Cincinnati Shoes those factors that de- 

velop a growing business as well as one of 

permanency. 

ME: CAMPBELL’S experience with Cincinnati 
is representative of thousands of shoe mer- 

chants. 

IF you desire to build a sound, stable business, buy 


one or more lines of Cincinnati Shoes. They 
are consistent trade builders. 





THE QUALITY SHOE 
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“In Process” 
Shipment 
in 15 days on 
these new 
Holters models 


“The sooner the better”’—that’s true 
when it comes to filling your orders, 
isn’t itP That’s why we know you'll be 
interested in our “shipment in 15 days” 
on our In Process models. 


We keep a continuous flow of these In 
Process models going through our 
plant. They are new—up-to-the-minute 
—they come to you style-hot off the 
griddle. They’re the kind of shoes that 
sell. And every model is styled several 
dollars ahead of its price. High style— 
low price—what more could you ask? 


Take your pen in hand and send in sizes. 


The Holters Company 
Branch of The United States Shoe Company 
Sixth and Sycamore Sts. Cincinnati, Ohio 


Chicago Office: Minneapolis Office: 
210 Security Bldg. 773 Boston Block 


THE GIMPY 


No. 10. A beaded gore model 
ront, built 
on stage last. 


able high 19/8 Spanish heel. 
In patent. colt. 

AA-C $5.00 Net 
No. 14. The Poy «A model 
in genuine white kid. 
AA-C $5.50 Net 


A VERY OUTSTANDING 
PATTERN 


THE DARLING 


No. 30. An Grintoeretic 
pump, built on a stage 
styled with all the siepliclty 
of the season’s most expen- 
sive footwear. In patent with 
Kaffor kid trim. 18/8 Span- 
ish heel. 

AA-C $4.25 Net 


No. 33. The “Darling’’ model 
in genuine white kid. 18/8 
Spanish heel. 

AA-C $4.65 Net 


THE DENA 


No. 31. A _ one-strap built 
on a stage last. The “Dena” 
is in patent with the strap 
and trimming in sauterne 
kid—a very successful treat- 
ment of the two-tone effects 
now so popular. 18/8 Span- 
ish heel. 


AA-C $4.25 Net 


THE TAMPA 


No. 32. A pump with-leather 
bow effect. 

shown in pa 

with sauterne kid inlay. 


AA-C $4.10 Net 


THE DOREEN 


No. 1109. The “Doreen” 
looks out on the world from 
the height of its 16/8 heel 
and decides that very few 
shoes are more attractively 
styled. And when you've 
seen this simple, distin- 
guished one-strap, you'll en- 
dorse that opinion. 

In patent. AA-C $4.60 Net 
No. 1110. The ‘‘Doreen” in 


black satin. 
AA-C $4.60 Net 


THE GENEVA 


No. 11. A one-strap, severe- 

ly simple in pattern, built 

tage last with high 

nish heel. A sau- 

da inlay in the quarter 

the “Geneva” t 

individual touch necessary 
for true distinction. 

AA-C $4.65 Net 

No. 15. The “Geneva” in 

wasse kid. 18/8 Spanish 

eel. 


AA-C $5.15 Net 


a SANDRA 
A pump with high 
1978 ye heel. e 
“Sandra” is trimmed with 
Kaffor kid. 
AA-C $4.65 Net 


olter’s “ke 


When writing to advertisers please mention Boot anp SHog RecorpEr 





February 138, 1926 


Cc | 





Something 
to put your finger 
—something 


to SELL! 


This special fashion- 
ing of heel insures 
glove-like fit 


Unlike ordi heels, the heel 
of The Fle ge Shoe, follows 
the normal lines of the foot— 
wide and curving at the bottom, 
narrowing towards the top. 


As a result, The Flexridge Shoe 

on its standard last fits the foot 

as snugly as a shoe made over a 

“combination” last. 

ng at ankle, no 

tead, the 

‘rides” with the foot. 

s why The Flexridge Shoe 

even the sheerest silk 
stockings wear twice as long. 


Here’s a shoe you can sell! 


It’s The Flexridge Shoe—the 
style shoe with afeature. Find 
a shoe styled as well as the 
“Flexridge”—and see if it has 
an arch-support. Or find an 
arch-support shoe and see if 
it says “fashion” in every line 
—the way “Flexridge” does! 
No wonder that salespeople 
everywhere are enthusiastic 
about “Flexridge!” Instead 
of the usual “looks so well on 
you”-—“we sell lots of these” 
—‘this is going very well this 
year” sort of thing, they can 
say: 

“Here’s a beautiful shoe—a 
shoe that you or any other 
good judge of footwear styles 
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will approve at once. And, 
besides, it’s built with a new 
and different feature shank 
that leaves the foot free and 
flexible while holding the arch 
firmly in place. When you 
wear The Flexridge Shoe you 
can shop—walk—dance—and 
still find foot-freshness at the 
end of the longest day. And 
all the time you know that 
your footwear is absolutely 
correct.” 


A shoe that helps your sales- 
people make sales—that helps 
you make profits. That is 
what The Flexridge Shoe has 
done wherever it has gone. 
That’s what it will do for you, 
too. So write — now — and 
learn more about it. 


The Duttenhofer Branch 


of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


x 
THE FLEXRIDge 


“* Flexible where you want it—Rigid where you need it”’ 





THE QUALITY SHOE 
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IN STOCK 


The Band-Grip shown in 
this “ghost sketch” is, 
ef course, invisible. 


FOR WOMEN 


T’S the BANDAGE (concealed ) that has put the 

BAND: GRIP “out in front” and kept it there. The 

big department stores, shoe stores in small towns— 

te Se Se ee EVERYWHERE-—the BAND-GRIP is selling, sell- 


on the B. W. (Business : m 
Woman) last—in stock. ing, selling. 
And re-orders reach us in flocks every day. 


Outstanding Advantages Not Found In 
Any Other Shoe 


Support for the entire foot, the sides as 

well as bottom of arch. 

Wearer regulates support to suit her own 

comfort. 
Study the illustrations, then send an order today—the 
BAND-GRIP IS CARRIED IN STOCK and ship- 
ments are made the day orders are received. (Note 
the EEE’s!—Get that extra business.) 





(Business Woman) 
Combination Last — BLACK KID 


One of the dressy corrective shoes we carry 
in stock. “Band-Grip”’ Sizes in Stock 


Black kid, with gray kid lining. 
13/8 Cuban Heel, Wingfoot rubber Net ” aes 
top lift. AAA 5-10 314-10 with 
AAA—5-9 C—31-9 Aa gio ¢ 5420 $6.20 ov 
D—4-9 iar linings. 
E—414-9 
EEE—4!-9 
Net Extra charge for large sizes and for 
$5. 2 30 Days triple E’s. Reg. . og of. 


HeROTH SHOE”Z@ 


¥ CINCINN 
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“Granada” one strap in tan alligator suede calf, tan 
calf trim. 105 last, 17/8 Louis heel. To order only. 


A ewancz study of the mode for spring 
clearly shows that the fashion leaders 
throughout this country are giving more than 
usual thought to the selection of their new 
spring footwear. Colors and materials, as well 
as patterns, are being examined with more 
discrimination than ever before. Obviously a 
keener shoe consciousness prevails among 
America’s best dressers. They demand shoes 
that harmonize with the costume, yet stand 
out sufficiently to reflect a touch of indi- 
viduality. 


Likewise we find prominent shoe buyers, both 
large and small, making their spring purchases 
with exceptional care. And it is interesting to 
note that those who are satisfying the demands 
of the “fashionables” in their communities are 
enjoying a steady growth—particularly those 
who are carrying shoes that have an estab- 
lished reputation for consistent salability. 


The Granada, here illustrated, is an example 
of the many new and interesting patterns our 
men are showing for spring. 


THE STANLEY DUTTENHOFER SHOE CO., CINCINNATI. 





‘Salable to the last pair’ 


. MARKET OF AMERICA 
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Ty Rt mene tment tip 
a _ 


3508 


he 


4325 


NEW Styles 
f 


or a 


NEW Season! 


ORTY-TWO business days until 
Easter—April 4th. Make every day 
count! Picture these new styles in your 
windows—with a prominent placard 
offering. them at $5 to $6. Listen to 
opportunity shout! ; 


TSN sa eam 








8958—Patent Gore Step-In, Spanish heel, AA to C. 
4325—Patent Pump, Blonde Trim, Spike heel, A to 
Cc 


3508 -Patent Gore Step-In, Blonde inset, Cuban, C. 
3336—Black Satin Gore Step-In, Spanish heel, 


to ° 
4326—Sauterne Kid Pump, fancy edge, Spike, 
to ° 
3538—Blonde Satin’ Gore Step-In, Spanish, A to C. 
4309—Bloénde Satin One Strap, Cuban heel, B to C. 
439§—Sauterne Kid Pump, overlay trim, Spike, 


Gore Step-In, Spanish heel, / 
3539—Light Gray Kid Pump, overlay, Spanish, 
3267—Blonde Goat Gore Step-In, Spanish heel, 

i? <. 
3556—Patent Pump, Wine Kid overlay, Spike. 
fe ¢. 


4495—Patent Opera Pump, Spike heel, A to C..... 
8865—Patent One Strap, cut-out, Spanish heel, A: 


CMSe 























THE CHARLES MEIS SHOE COMPANY 


ed ed 
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4069 3316 


A SHOE for 
EVERY SHELF 
in YOUR STORE. 


“THIRTY-TWO smart styles from the 
largest and most interesting Line of 
Novelties ever assembled—a line planned 
to meet your entire requirements! ‘Try 
concentration with this old modern house 


—NOW! 


a 2-Button cut-out Strap, Cuban heel, 








4069—Black Satin Gore Step-In, Spanish heel, C.. 

3316—Patent Gore Step-In, Patent bow, Spanish, 
A to C. 

3536—Patent One Strap, Blonde overlay, Cuban, C 
to D. 

8864—Champagne Kid Gore Step-In, Spanish, 


CG 35 
4375—French Gray Kid Pump, Spike heel, A to C. 4.60 
3505—Blonde Goat One Strap, overlay, Cuban heel, 


35 
9848 Paboat 3-button cut-out Strap, Cuban, B to D. 3.35 
se sa gay oes Strap, Blonde overlay, Spanish, 























MARKET OF AMERICA 
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Spring Styles from the 


“Isobel” airy welt by Julian & 
“Alamo Strap” of Patent, Silver Kokenge Company 
kid piping — Black and silver 
brocade shark trim. Jet and 
steel beaded strap. 
By Krippendorf-Dittmann Co. 


= 





4495 


The simple, classic lines of this 


patent leather Opera Pump are 
accentuated by the delightful “Granada” one strap in tan 


way it fits the foot. INSTOCK, alligator suede calf, tan calf 
A to C—The Charles Meis Shoe trim. By Stanley Duttenhofer 


Company Shoe Co. 
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Quality Shoe Market of America 


“Fernclif” Patent Vamp and 
quarter. Patent tongue. Sau- 
terne kid underlay. 183 last— 

“The Marlow”’—On B. W. 14/8 Cuban heel. 

(Business Woman) Combination Val Duttenhofer Sons Co. 

Last. One of the dressy cor- 

rective shoes we carry in stock. 

Black kid, with gray kid lining. 

13/8 Cuban Heel, Wingfoot 

rubber top lift. 

By Roth Shoe Mfg. Co. 


Dena Strap in patent leather, 
tan lizard trim, 143 last; 19/8 
heel. The Holters Co. 


No. 11517. “The Topaz.” The 
Parchment Kid vamp with the 


: ‘ Parchment Satin arter to 
A charming effect in Opal Grey phe te sian ae 4 eatin of 


we age 3 patent. By whimsical beauty, while the 14/8 
Cahill Shoe Co. Cuban heel gives the effect of 
fairy-like daintiness. By the 

Vollman, Lawrence Co. 


THE QUALITY SHOE 
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Do SALES MAC 


Your Problem, Mr. Merchant— 


To make customers for your store, rather than merely 
sales friends who will come back to you and not “shop 
around,” swayed by passing whims of fashion. 





What is this modern Sales Magnet, so powerful in its at- 
traction, that will sell merchandise and hold trade? 


Read next page—. 





THE CIRO 





A popular Foot Saver pattern featured in 

magazines read by women in more than 

four and a half million homes of America. 

Estimated actual readers 8 to 10 million 

monthly. 

Carried in stock—ready to ship: 

Widths AAA to D. Sizes 4 to 10. 

Model No. 379—Patent leather three but- 

ton pump. 

Model No. 380—Same as above in_plack 
wit ry 














vici kid, . ne 


~ 
PRS A ST er 
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As the steel is irresistibly drawn to the magnet, so the dis- 
criminating women of your community are drawn to your 
store through the magnetic selling power of Foot Saver 
Advertising, read EVERY MONTH in their favorite maga- 
zines. 

Millions of women who read Foot Saver messages in such 
magazines as the Ladies’ Home Journal and the Woman’s 
Home Companion are sold not alone on supreme style and 
quality—but on the IDEA of this famous shoe that supports 
the arch and directs the natural movement of the foot with 
utmost ease and grace. : 


Being sold on the Foot Saver Idea, these women are not con- 
stantly shopping around—are not drawn hither and thither 
by every whim—but remain loyal to Foot Savers and to the 
Foot Saver Store. 


Foot Saver Advertising is the powerful “Sales Magnet” that 
holds old customers and draws new ones to your store every 
month. It is a tangible asset on which you, the Foot Saver 
Dealer, can CASH IN. 


The Foot Saver Franchise is open in a few towns for some 
one progressive merchant. Write us. We shall be glad to 
tell you all about the Foot Saver proposition. 


The Julian & Kokenge Company 


Makers of the famous J & K Arch Fitting 
Shoes for Women 


East Fourth Street 
CINCINNATI OHIO 
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SUPREME 
ACHIEVEMENT 


While in each of our contributions of lovely 
shoes, there are the obvious excellencies of lines 
and color, still, the most valuable thing con- 
tributed is the THING that can never appear in 
a sketch—that is to say— 
THE FIT EDORA 


A SEDATE and charmin 
effect in Opal Grey Kid, 
trimmed with Patent. 


ONE of the smartest two color 
effects 


of SPRINGTIME 


THE CAHILL SHOE CO. 


Designers CINCINNATI 





THE QUALITY SHOE (= 


aula | 
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DEPENDABLE 
Styles 


For Spring 


K-D Styles are carefully selected 
for the requirements of alert shoe 
stores which depend upon building 
a safe business on fit, foot adorn- 
ment, and quality. 


The Krippendorf-Dittmann Co. 


Cincinnati, Ohio 
SANDRA PUMP Style Quality : Service 


Of Patent. Vamp strap of gold and black 
brocade shark. 


: ALAMO STRAP 


Of Patent, Silver Kid Pi . Black and 
ALADA STRAP silver brocade shark trim. et and steel 


Of Blondine Calf trimmed with match lizard. beaded strap. 





THE QUALITY SHOE ‘@ “sete Rss my MARKET OF AMERICA 
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COMPETITION 


You have always heard a lot 
about “competition.” And you 
will continue to hear about it. 
But business will go on just the 
same—day in, day out. 

There is one practical way 
for you, the shoe retailer, to meet 
competition: Carry a line of 


shoes that will give satisfactory” 


wear to your customers, and 
bring them back for more; a line 
of shoes that not only represents 
big value in quality and style, 
but yields you a fair profit. Such 
is the Endicott-Johnson line of 
shoes. 

Our interests are identical 
with those of every good shoe 
retailer who is doing business 
on these lines. And you will 
find the new line of E-J shoes 
a big value. 

For instance; in men’s fine 
welts—a five-dollar seller made 














Endicott-Johnson national advertising is 
busy broadcasting the unusual values, 
good looks and wearing qualities of 
Endicott-Johnson shoes. It is unusual 
advertising. Distinctive. Impression-mak- 
ing. Sales-stimulating for the merchant 
who handles this profitable line. The fol- 
lowing magazines will carry close to 45 
million copies of E-J advertisements 
during the spring season of 1926: 


The Saturday Evening Post 
The Ladies’ Home Journal 
Woman's Home Companion 
Good Housekeeping 
Woman's World 

People’s Home Journal 
Holland's Magazine 

The American Boy 


Boys’ Life Child Life 











of specially tanned smooth calf 
skins (not veals which are ordi- 
narily used). Here is a shoe 
which makes it possible for you 
to meet any kind of competition. 
Another example—a better 
four-dollar seller: Instead of be- 
ing made of side leather, these 
Endicott-Johnson shoes are made 
of small spread fine grain kips. 
There is also a splendid E-] 
line of side-leather Oxfords to 
retail at $3.50. Good quality; 
up-to-date lasts; Goodyear welts. 
You have only to know more 
about Endicott-Johnson to know 
how we can do all this. It is the 
result of economy in steady 
mass manufacture, in buying 
raw materials in large quanti- 
ties—and of workmanship by 
trained shoe workers, who have 
a genuine interest in the making 
of “Better Shoes for Less Money.” 


ENDICOTT -JOHNSON 


Better shoes for less money 


Jersey City, N. J. 


Endicott, N. Y. 


St. Louis, Mo. 


Complete stocks carried in warehouses in the above cities to make-quick deliveries 


a 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 








No Medical Examination for N.S.T.A. 
Group Insurance—All Travelers Not 
Members Should Join Association 
at Once—“The Paths of Glory” 


HE N. S. T. A. group insurance 
feature is attracting many new 
members to the fold. There is 
no medical examination required, no 
matter what the age. The only re- 
quirement is membership in the Na- 
tional Shoe Travelers’ Association. 
The various locals are writing to the 
National Secretary, T. A. Delany, 
183 Essex Street, Boston, for further 
detailed instructions. The amount 
of the policy is $1,000 to be paid to 
the beneficiary designated by the in- 
sured; the insurance company, one 
of the largest and most reliable in 
the country. 

The members of the insurance 
committee are: Charles W. Morrill, 
W. M. Oakman, Buford McWhirter, 
T. A. Delany and Charles W. Evans. 
The matter of insurance has been 
most carefully considered for about 
a year, and the matter was thor- 
oughly explained at the N. S. T. A. 
1926 Convention. The National Sec- 
retary, or any of the insurance com- 
mittee will be glad to give all possi- 
ble information to those who did not 
attend the convention. 


Delinquents Reinstated as New 
Members 


All delinquent members will be re- 
installed as new members if they 
will at once write to Secretary De- 
lany, informing him of their desire 
to be reinstated and of their desire 
to take advantage of this group in- 
surance feature. However, there is 
a limit of some three months in 
which memberships to take advan- 
tage-of this group insurance can be 
accepted. Many manufacturers 
throughout the country are enroll- 
ing their sales force 100 per cent in 
this group. The movement is a pop- 
ular one. 

“The gates are open” to all shoe 
travelers to come into the ranks of 
the National Shoe Travelers’ Asso- 


ciation immediately and participate 
in this group insurance. 


George M. D. Posey, the author- 

shoe traveler, who represents 

Johnson Bros. Shoe Mfg. Co. in 
the Northwest 


Four Fundamental Laws 


One of the most interesting 
brochures of the season is that of 
George M. D.: Posey, one of the 
Northwestern Shoe Travelers’ Asso- 
ciation, who travels for Johnson 
Bros. Shoe Co., entitled, “The Paths 
of Glory.” 

Mr. Posey is not only a poet but 
a philosopher. His writings, because 
of their distinctive character and 
literary merit, have been included 
in a book of orations published by 
the Speakers’ Bureau of Minneapo- 
lis. In addition to this, he himself 
gives talks at various Rotarian, Ki- 
wanian and Lions’ Clubs through- 
out his territory. We are publish- 
ing herewith an excerpt from this 
his latest production: 
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True and False Premises 


The Paths of Glory as trodden by 
many have produced more sorrow 
than happiness because their foun- 
dation was built upon a false pre- 
mise. In the heart of boy or man ever 
springs the desire to be respected 
by his fellowmen. His is an innate 
desire to lead in the field of sports, 
the school of learning or the world 
of commerce that means life’s prog- 
ress, but should such leadership be 
obtained by dishonesty then that per- 
son, alone, the slave of his conscience, 
will send up a silent cry for mercy. 

Since the recording of civiliza- 
tion man or nation has risen or fallen 
insofar as he or it has obeyed the 
Laws of Truth, Duty and Justice as 
respects the progress of man. This 
world was created with these laws 
as the fundamentals upon which we 
should have our being, our progress 
and final reckoning. No man nor 
any man’s posterity nor any nation 
shall survive if the violation of these 
laws takes place. These laws are 
older than our planets’ existence and 
more powerful than any destructive 
engine man’s genius could conceive; 
and until man knows the power of 
these laws and obeys them, just so 
long will man shut out of his life 
the only realities that are attained 
through this knowledge. 


The Making of a Nation 


What is there in the making of a 
great nation? Not its gold reserve 
nor its resources. The basic princi- 
ples upon which our country was 
founded are still the same, hard 
work, sacrifice and the respect for 
the laws of both God and man. 


The Man Worth While 


Of all things that God made, the 
greatest is his creation of man in 
his own image. What a wonderful 
thing to be known as a man of truth 
and honor. We have heard it sung 
to the four corners of the world 
what a wonderful opportunity this 
country offers to amass a fortune, 
but the greatest reward it holds 
forth is for a man to become the real 
man that God expects him to be. No 
greater tribute can be paid any man 
than to say that his word is as good 
as his bond. 
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No. 178 


Bois de Rose 


No. 154 
Caramel 


No. 158 
Sauterne 


No. 164 
Blondine 


No. 233 


Ascot Tan 


No. 40 


Parchment 


No. 21 
Golden Brown 


No. 31 


Opal Gray 


No. 26 


Pearl Gray 
No. 264 
Titian 

No. 163 


Blue Royale 


No. 81 


F. B./& C. White 


Glazed Kid 








The Symbol of 
“Class” in Kid 





AMALGAMATED LEATHER COS., Inc. 


319 Arch Street, Philadelphia, Pa. 
Factories, Wilmington, Del. 
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H. A. Sublett, who travels from 
Denver west for the Munroe Shoe 
Co., Auburn, Me. 


Sublett with Munroe 


H. A. Sublett, who formerly sold 
the Ruddock line out of the New 
England market, recently made ar- 
rangements to represent the Monroe 
Shoe Co. of Auburn, Me. Mr. 
Sublett’s territory will be from 
Denver, west. His headquarters will 
be at the Hayward Hotel, Los 
Angeles. Mr. Sublett is a_ well 
known and liked member of the 
Pacific Coast shoe traveling fratern- 
ity, having covered this great stretch 
of country for twenty years. He 
started on his westward course Feb. 
6, “with all the new colors and com- 
binations, in snappy lines for mi- 
lady,” he says. 

In addition to the Munroe line, 
he carries the Rau Craft slipper line, 
which he adds—“is a wonder.” 


Pacific Coast Elect Officers 


The following officers are leading 
the Pacific Coast boys this year to 
greater accomplishments shoe-sell- 
ing-wise. Clarke Browning, Presi- 
dent; George Harron, Vice-Presi- 
dent; Sol Peiser, Secretary Treas- 
urer; Directors— George Dyche, 
Charles Price, H. O. Toor, J. P. Ship- 
man, Jr., Al Rozier; Special Mem- 
bership Committee—Frank Mullin, 
William J. Ahern, Lee Goodman, 
Gene Murphy; Transfer and Bag- 
gage—H. M. Russell, Charles Price, 
L. A. Larsen; Publicity—William J. 
Ahern, George Harrun, Walter Blatt; 
Railroad—F. D. Mullin, H. M. Rus- 
sell, R. R. Pew; Style—Carl Mason, 
F. D. Mullin, Al G. Thelin; Legisla- 
tion—Gene Murphy, F. D. Mullin, L. 
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F. Goodman; Hotel—Saul Berner, D. 
L. Aronson, G. A. Blackaller; Mem- 
bership—L. F. Goodman, J. B. Kelly, 
George Noble. 

The Pacific Coast Association is 
entering upon a program for an ac- 
tive year. The boys have outlined 
many progressive plans, which will 
prove beneficial to the members. It 
was urged at a recent meeting that 
all shoe travelers who cover the 
Coast trade join the organization 
nearest their headquarters. 


Walker Is Convalescing 


E. J. Walker, Chicago salesman for 
Ault-Williamson Shoe Co., Auburn, 
Me., who was badly injured in an 
automobile accident on Dec. 10, last, 
is now recovering rapidly. Mr. 
Walker hopes to be able to get out 
very soon to see his many cus- 
tomers. 


Clarke Browning, president of the 
Pacific Coast Shoe Travelers’ As- 
sociation 


Creel, Mauldin & Cham- 
bers’ Salesmen’s Roster 


The Creel, Mauldin & Chambers’ 
roster of road men ‘for the new sea- 
son is as follows: H. L. Aldrich, East 
Texas; E. B. Arbuthnot, Pennsyl- 
vania; H. J. Bandy, North & South 
Carolina and Florida; Earle T. 
Bumpous, Oklahoma and North 
Texas; Wm. H. Cobbs, Kansas; C. C. 
Hayes, Mississippi, Alabama and 
Louisiana; G. W. Hewitt, Illinois 
and Northern Indiana; C. B. Max- 
well, Georgia and Tennessee; R. Z. 
McKinley, Missouri; W. W. McRae, 
Central Texas; C. S. Moore, Rocky 
Mountain States; L. S. Moore, Ar- 


77 


kansas; J. D. Myall, California; F. 
S. Rowe, Ohio; Joe Valdes, Kentucky, 
West Virginia and Virginia. 

W. H. Zumwinkel, salesmanager, 
says that the management will need 
another factory when these men “get 
going.” Orders for the first week 
out, ending Jan. 23, broke all records 
for the company. 


Robert Drummond Allen Is 
Dead 


Robert Drummond Allen, a mem- 
ber of the Indiana Shoe Travelers’ 
Association, who represented Thomas 
G. Plant Co. in that section of the 
country, passed away suddenly of 
double pneumonia in Indianapolis, 
on Jan. 28. Mr. Allen’s home was 
at Amesbury, Mass. The body 
reached Boston on Saturday, Jan. 30, 
and was met at the station by the 
National Secretary, T. A. Delany, 
and William Noll, Secretary-Treas- 
urer of the Boston Shoe Travelers’ 
Association, who accompanied their 
late brother shoe traveler to Ames- 
bury, Mass. Funeral services were 
held the following Sunday. Mr. 
Allen was 27 years of age. He was 
very popular with his trade and his 
associates, as was testified by the 
number of floral tributes. He leaves 
a widow and infant child. 


Johnson with Heywood 


Herman C. Johnson, formerly with 
the C. S. Marshall Co. and later with 
its successor, the London Character 
Shoe Co., will this month join the 
salesforce of the Heywood Boot & 
Shoe Co. of Worcester, Mass. 


Herman C. Johnson, who repre- 
sents the Heywood Boot & Shoe 
Co. of Worcester, Mass. 
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Highest Quality 
Aniline Colors 
Glazed Lustre 





PARCHMENT 
No. 242 


The latest for Ladies’ 
Stylish Shoes. 


SAUTERNE 
No. 240 


In weights for Men’s 
and Ladies’ Shoes. 





Ask For Samples 


AMERICAN HIDE & LEATHER COMPANY 


Offices and Stores 
NEW YORK BOSTON CHICAGO - ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER COMPANY, Ltd. 
Northampton and Leicester, England; Paris, France 


Calf, Kid and Side Upper Leather Tanneries 
Lowell Peatody Woburn Chicago Sheboygan Ballston Spa Curwensville 
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Charles Strayer, who represents 

The Vollman, Lawrence Co. in 

Indiana, Illinois, Iowa and Ne- 
braska 


Strayer and Straub with 
Vollman, Lawrence 


Charles Strayer represents the 
Vollman, Lawrence Co. in Indiana, 
Illinois, lowa and Nebraska; William 
A. Straub covers Florida, Missis- 
sippi, Alabama, and Georgia, for this 
house. 


Carl Mason with Premier 


Carl B. Mason, well known Coast 
man, has just gone with the Premier 
Shoe Co. of Brooklyn, manufactur- 
ers of women’s high-grade turn 
shoes. Mr. Mason is one of the lead- 
ing lights in his field, and will un- 
doubtedly contribute largely to the 
success which this company has al- 
ready achieved. He was formerly 
with several big volume shoe manu- 
facturers in the country. 

Mr. Mason attended the Chicago 
show as one of the representatives 
of the firm, and succeeded in book- 
ing quite a volume ‘of business for 
them. His many friends in the trade 
will certainly be glad to know that 
he has “hooked up” with this live- 
wire house. 


Billy St. Louis “Lives” at 
215 Essex Street 
“The Hub” 


William J. (“Billy”) St. Louis 
opened an office at 215 Essex Street, 
Boston, where he has on display the 
boudoir, ballet, and comfort lines of 
C. E. Chase & Co. of Danville, N. H., 
the style turns of Chesley & Rugg, 
Haverhill, and the stylish McKays of 
Morey & St. Louis Co. of Haverhill. 


John E. O’Brien Dead 


John E. O’Brien, first president 
of the National Shoe Travelers’ As- 
sociation, died at Monroe, La., 
Monday night, Feb. 8, after a long 
illness of typhoid fever followed by 
pneumonia. He was one of the best 
known and best loved of the South- 
ern travelers. He served, during 
his forty years as a traveling sales- 
inan, a number of New England 
shoe manufacturers. 

He had been ill for several weeks 
in a hospital at Monroe with pneu- 
monia. It was reported that his 
great vitality would enable him to 
recover. He was known as “The 
silver-tongued orator” and as “The 
father of the N. S. T. A.” 

He leaves a wide circle of friends 
to mourn his loss. A delegation 
from the National, Boston, and 
Southern associations met the body 
on its arrival in Boston. 


John E. O’Brien, the first presi- 
dent of the National Shoe Travel- 
ers’ Association, one of the best 
beloved shoe travelers in_ the 
Southland. He passed away at 
Monroe, La., on Feb. 8, 1926 


Pulsifer with Schwarz- 
Ruggles 


G. R. Pulsifer, formerly with the 
W. iL. Douglas Shoe Company, 
Brockton, Mass., covers Indiana, 
Ohio, Michigan and Illinois with 
Schwarz-Ruggles Shoe Company’s 
line, Campello, Mass. He is to start 
out on his trip immediately and is 
much enthused over his: new line of 
shoes. Z 


Boston Associates Elect 
Officers 


At the recent annual meeting of 
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the Boston Shoe Associates, Irving 
G. McKenna of Rice & Hutchins, 
Inc., was elected President; Vice- 
President, Oliver M. Blood; Secre- 
tary, Robert Mills; Treasurer, C. W. 
Morrill. The new director is Reuben 
H. Mitchell of Mitchell-Welch Shoe 
Co. The other directors are: George 
Field, with Derry Shoe Co.; C. S. 
Emerson, A. A. Hazleton, and Mor- 
timer Richardson. This was the 
thirty-eighth yearly “get together” 
ef these salesmen, all of whom sell 
to the volume trade. 


Le Favor with E. E. Taylor 


Harry Le Favor has returned to 
his old territory—the Southwest, 
which trade he has covered for sev- 
eral seasons in the past. But this 
time he goes out with a new line— 
that of E. E. Taylor Co. He will 
cover sections of the “Lone Star” 
State, Arkansas, Oklahoma, Louisi- 
ana and Missouri. Harry had been 
“marking time” for some few 
months, waiting for this new con- 
nection, but he has now received or- 
ders to “Forward, March!” and he 
is off to call on the trade with a 
sample case “chuck full” of new 
numbers over which he is most en- 
thusiastic. 

Harry is one of the most popular 
boys on the road. He is a good 
worker for his brother travelers, has 
long been a members of the Boston 
Shoe Travelers’ Association, and at 
the last meeting of this body was 
appointed a member of the board of 
governors to serve for the next two 
years. 


Harry Le Favor, who travels the 
Southwest for ag E. E. Taylor 
0. 
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FOOTWEAI 


“Fits like a Glove!” 


O make of rubber footwear has given such consistently 

good fit year after year as Goodyear Glove Brand. The 
Goodyear Glove reputation for perfect fit is a tradition with 
the trade. Dealers know that they can always count on 
Goodyear Glove Brand to have the most up-to-date lasts for 
all styles. 

This ability to fit every one of your customers is only one 
important feature of Goodyear Glove Brand. Another one is 
that the high standard of quality set years ago by Goodyear 
Glove has been lived up to ever since. And a third feature— 
one that means much to every dealer—is promptness in 
delivery. At the right is a list of Goodyear Glove distributors. 

Any one of these houses will give imme- 
diate attention to your orders for Goodyear 
Glove Brand Rubber Footwear. 


GOODYEAR’S I. R. GLOVE MFG. CO. 


February 18, 1926 











Goodyear Glove Brand 
Distributors 


ALBANY, N. Y., Smith and Herrick Co. 
ATLANTA, GA., Gramling, Spalding and 


AUBURN, N. Y., Hollister and Noble 
BALTIMORE, MD., George P. Thomas, Jr. 
BOSTON, MASS., Hutchinson-Winch 
BUFFALO, N. Y., Goodyear’s I. R. Selling 
Company, Inc. 
CHICAGO, ILL., Goodyear’s I. R. Selling 
Company, Inc. Marion Rubber Company 
CHILLICOTHE, OHIO, The Culter and 
Seip Company 
CINCINNATI, OHIO, The Marks and Stix 
Shoe Co. The Charles Meis Shoe Company 
CLEVELAND, OHIO, Cady-Ivison Shoe Co. 
COLUMBUS, OHIO, Marion Rubber Co. 
DENVER, COLO., The Colorado Rubber Co. 
DETROIT, MICH., Marion Rubber Co. 
Cady-Ivison Shoe Co. 
o> RAPIDS, MICH., Marion Rubber 


pany 

HONESDALE, PA., Durland-Weston Shoe 
Company 

HOUSTON, TEX., Miller Brothers 

INDIANAPOLIS, IND., Crowder-Cooper 
Shoe Company 

LANCASTER, PA., Long and Davidson 

LOUISVILLE, KY., Jno. J. Schulten and Co. 

MARION, IND., Marion Rubber Company 

NASHVILLE, TENN., Richardson-Crockett 
Shoe Company 

NEW ORLEANS, LA., Keiffer Brothers Co. 

NEW YORK, N. Y., Goodyear’s I. R. Sell- 
ing Company, Inc. Morse and Rogers 

PHILADELPHIA, PA., H. B. Hanford Co. 

PITTSBURGH, PA., Goodyear’s I. R. Selling 
Company, Inc. 

PORTLAND, ME.., A. F. Cox and Son 

PORTLAND, ORE., Goodyear Rubber Co. 

ROCHESTER, N. Y., United States Rubber 
Company 

SAN FRANCISCO, CALIF., Goodyear Rub- 
ber Company 


ST. LOUIS, MO., Brown Shoe Company 
Central Shoe Company 


ST. PAUL, MINN., Foot, Schulze Company 
SYRACUSE, N. Y., Dunn-Salmon Company 
TOLEDO, OHIO, The Ainsworth Shoe Co. 
UTICA, N. Y., The Hurd and FitzGerald 
Shoe Company 
WARREN, OHIO, The Warren Rubber Co. 
WHEELING, W. VA., Locke Shoe Company 
WILLIAMSPORT, PA., J. E. Dayton Co. 
YORK, PA., D. S. Peterman and Co. 
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Overshoes of Many Patterns 
Moving Freely—Rubber 


Men Happy 


Big Snow Storm “Hits” Atlantic Coast 


VERSHOES occupy the front 
QO ranks of attention the past 

two weeks. In many new pat- 
terns, they have been attractively 
presented by rubber shoe salesmen 
who are now taking orders for the 
winter of 1926-1927. A heavy fall 
of snow in New England, New York 
and other eastern sections accom- 
panied by a 40-mile gale, a high-light 
of the driving storm sweeping the 
Atlantic Coast, from Jacksonville to 
Maine, stimulated overshoe distribu- 
tion, both at wholesale and retail. 


UT overshoe selling is not con- 

fined to the United States, for 
word comes from overseas that the 
Viennese like American-made over- 
shoes. Early in November, of 1925, 
it is reported, the windows of the 
smart shops in Vienna were filled 
with overshoes. By Dec. 10, this sea- 
son the first snowfalls occurred. It 
is stated that women in Vienna have 
the custom of wearing galoshes all 
through the winter. Once they don 
them, they wear them constantly out 
of doors, until the spring. The type 
preferred by the Viennese are quite 
low, of ankle height, and with one 
clasp, only. Two pairs to a cus- 
tomer is the usual sale, one pair with 
white fleece lining for evening, and 
another pair with the regulation 
lining for daytime wear. 


MONG the new overshoe num- 
bers appearing in Boston and 
other shoe style centers of America 
is a brand new model in galosh con- 
struction—the “Bobbette.” This new 
overshoe style note has been struck 
by the Converse Rubber Shoe Co. It 
represents a radical departure from 
the usual type and style of winter 
wear foot protection for women and 
has proved both popular and prac- 
tical wherever it has been sold. The 
Converse Company has put out only 
a limited quantity of this new shoe 
during the present season but feels 


confident from reports of dealers 
that there is a big demand for a shoe 
of this type and is offering it to the 
trade generally for delivery next fall. 


N addition to the distinctive de- 

sign and method of fastening, the 
“Bobbette” is made in attractive 
color effects, with a two-tone fawn 
upper and cuff combination and fox- 
ing and sole to match. It is also 
made in the conventional black. For 
1926, it will also be offered in a 
fawn upper with a burgundy cuff and 


The “Bobbette”—a novel style in 
galosh construction. Made by the 
Converse Rubber Shoe Co. 


possibly in other styleful colors. The 
best double thread first-quality jersey 
is used in the uppers and a non- 
crocking fleece lining to protect 
light-colored stockings. 


HE “Bobbette” is fastened by 

means of two heavy snaps, one 
at the back of the ankle on the inside 
and the other on an elastic band at 
the cuff. When on the foot, this 
galosh makes an exceptionally neat 
and stylish appearance with no 
fasteners of any kind showing from 
the front or side of the foot. The 
galosh slips on easily and wraps 
quickly and snugly around the ankle. 


George Stadelman Is Dead 


AKRON, OHI0O—George Stadel- 
man, president of the Goodyear 
Tire and Rubber Co., is dead. His 
passing away came suddenly on 
Friday evening, Jan. 22, at his 
home, Grey Lodge, Perkins Hill. 
Mr. Stadelman was 54 years of 
age. He was born at Winona, Minn., 
and came to this city on Jan. 13, 
1902. 

In the death of President Stadel- 
man, the American rubber industry 
loses one of its foremost figures. 
For thirty-two years he had been 
active in the business. At the age 
of twenty-two, he was selling me- 
chanical goods and bicycle tires for 
Morgan & Wright, Chicago; later, 
he became sales manager for the 
Morgan & Wright people. He re- 
signed in 1901 to join Goodyear and 
rose rapidly to the position of head 
of the house. 

He was a prominent factor in 
the organization of the Rubber As- 
sociation of America and was its 
first vice-president at the time of 
his death. He was offered the presi- 
dency of the association at its recent 
meeting, but declined the honor. 

Mr. Stadelman was a man of not 
merely extraordinary business abil- 
ity, and a clear-thinking student and 
executive, but a man of high prin- 
ciples and high ideals. He leaves 
many friends to mourn his loss. He 
was a vestryman of St. Paul’s 
Episcopal Church, a Mason, and a 
member of many clubs. He leaves 
a widow and two children, Miss 
Gertrude, eighteen, and Grant, 
twenty, a Yale student. Funeral 
services were held in Akron. 


BosTon.—With the first of April, 
the Boston Branch office of the Hood 
Rubber Products Co., 274 Summer 
Street, will move into larger quarters 
in the building formerly occupied by 
S. B. Thing & Co., 301 Congress 
Street. 
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In Stock 


Menihan’s i 


B518—Patent Blonde tan lizard trim 


Bip tindine iid, "Apri Beautiful and B500- tan Cait “with Soeds 
Fine Fitting 
Footwear for 

SS ne ag 


é . Bi Sat. 4.75. B443—Med. Tan Calf. 4. 
Bais Wh. Setin. ° us ree B444—Black Satin Black 
B422— Patent 4.50 Suede Front $4.50 
B423—Black Satin... 4.50 f 


co 3 
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SIZES AND WIDTHS 
AA..4%-8 A....4-8 B...3%-8 C...3-8 
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MART styles that turn dull 
B455—Patent $4.50 
B456—Med. Tan Calf. 4.50 days into busy days, and BS10—Patent Leather three 
swell your bank balance. Send “Cadet” 


your order AT ONCE! Goodyear Welt 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


3-way trim of Golden 
Brown, | Apricot and A Rochester, N. 7. U. S. A. 
ne . 
B515—Patent trim B0634—Brown Duro Calf, 


B514—Blondine Tan Kid, 


of Champagne, Blonde Balloon Toe, WELT. ..$4.50 


and Vassar Kid.$4.75 


New York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN H. S. KUSHINS 
Chicage Office: Majestic Hotel Los Angeles Office: 107 East Sth St. 
F. J. SATEK E. M. HOLLANDER 
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Makers of Menthan Arch-Aid 
Write for Agency Proposition 
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(Gray Kid Attracting More 
Attention at Retail 


Light Tan Shades Still Popular 








CHICAGO | 





Gray Coming Stronger 


While it is altogether too early 
for Chicago’s retail trade to be dis- 
playing the latest footwear cre- 
ations for Easter selling—there’s 
no question but that the answer to 
“what’s going to sell for Easter”— 
is the most important thing in the 
shoe man’s calendar of worries. 

Blonde kids, according to some 
merchants, are slightly less strong 
than they were, while gray is im- 
proving. Almost with the close of 
December—the women’s wear shops 
sprung the new Friar’s Gray shade 
on the unsuspecting public and 
helter skelter on its heels came the 
call for pearly grays in hosiery and 
footwear. 

The call for colored kids—blonde 
shades came so suddenly and with 
such a rush that perhaps 40 per 
cent of the shoes ordered in this 
shade are yet to be delivered. 
Many of the manufacturers are 
from two to three weeks behind in 
deliveries. 

Color on Black 


As a trimming leather on black 
satins and patent the blonde shades 
are due to run well up to the Easter 
buying according to one State 
Street buyer, but their future after 
that is shrouded in a dark cloud of 
doubt. Grays have the demand 
right now. Most of the buyers had 
not anticipated the demand for this 
shade and as a-result some hurried 
orders were placed for the new col- 
oring. The gray is also being used 
as a trimming leather on black pat- 
ents and some dainty and interest- 
ing footwear is the result. 


Look for Change in Pumps 


Another question for debate 
seems to be the run of the pump 
patterns. For a year and a half 
now, to quote one buyer, “the 
pump has held high precedence 
over every other type of footwear 
pattern and almost every possible 


pump variation in style has been 
worked and reworked. A_ very 
dainty and attractive style—but 
never a good fitter, and yet it has 
managed to cling in favor in: spite 
of everything. When will it lose 
its place? 

At least—there’s a tendency for 
a higher throat in the pumps bring- 
ing the leather a bit higher over 
the instep and decorating the breast 
with multi-colored leather strap- 
pings—with buckle and fan orna- 
ment of both fabric and leather. 


Oxfords in Favor 


The five-eyelet oxford with open 
quarter and in some cases no tongue 
at all and ribbon ties is popular, 
and the Charleston dance step 
brought about the snub toed oxford 


Buckle ornaments in the shape of 

turkeys have been originated by 

Kathleen Key. We suspect her of 

being connected with the the- 
atrical profession 


model that has been nicknamed after 
the dance. 

Three eyelet ties are popular— 
especially in the 10 and 12/8 heels. 
These are selling, too, in tan calf 
as well as patent and are one of the 
few “staple” numbers in the mer- 
chant’s stocks. 

Last Saturday was an especially 


good day for the shoe men. The 
stores were kept busy through the 
entire day and a good business was 
done. The pleasant open weather 
with a tang of spring in the air is 
bringing out the lighter costume 
and bringing feet out of galoshes. 


Men’s Trade Good 


Men’s business has been good. 
Light tan shoes with fancy pattern- 
ing and perforations galore are get- 
ting the call. -The higher toe 
spring or French roll is going to be 
popular if early sales are a fore- 
cast. Heavy ten ‘iron solcs, too, 
are taking the place of ligh’er soles 
that have been worn all winter—a 
reversal of the “lightweight” idea 
that the manufacturers have fos- 
tered for men. 


Evans Succeeds Brown 


O. C. Evans, formerly of the 
Hanan Store in Pittsburgh, Pa., has 
succeeded L. S. Brown in the wom- 
en’s shoe departmcnts of the Wie- 
boldt stores. Mr. Evans is a new- 
comer in Chicago’s shoe family, but 
he brings with him a splendid rec- 
ord of success i: the game and 
his good nature and cheerful dis- 
position makes hii: a welcome mem- 
ber to the compzny of regular fel- 
lows who buy slioes for Miss and 
Mrs. Chicago’s feet. 





oe 


BOSTON 




















Gray Featured Prominently 


In shop windows, light gray kid 
shoes are the new note in the ad- 
vance showings. Gray kid is also 
much used for trims. In one of the 
high-grade shops, gray suede with 
reptile trim of green was shown as 
a sport shoe; but the big presenta- 
tions are on kid. Heels are for the 
most part ‘above 15/8 on these gray 
kid shoes. 


Patent with Color 


In one of Thayer McNeil Co.’s 
Boylston Street windows, a black 
patent pump with dainty trim of 
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Sell your trade on the idea of saving money 
at the shoe shining parlor and buying 
Whittemore’s Shoe Polish of you. Its use 
at home’ is as easy and effective as it is eco- 


| 
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This spring and summer will see the new tannages—Opal 
Grey—Blondine—Sauterne—Parchment—Ascot Tan—Mau- 

vette—Boise de Rose—Blue Royale—Rugby Tan—Golden 

Rod—Tiger Tan—Nobby Tan and others, worn alone or in 

combinations. These leathers must be cared for. A polish 

problem is created which you must meet. We have solved 

it for you. Now, before the shoe buying season is at its height, we suggest you 
place your orders for Whittemore’s “New Tannage” shoe polish. By this course 
you can pocket profits that otherwise may be lost. The following polishes are 
recommended as being especially appropriate and salable. 


BOSTONIAN SHOE CREAM for cleaning and re- SHUCLEAN has everything else stopped when 
newing color and finish of kid and calf leather, it comes to restoring beauty to white kid foot- 
received highest endorsement of tanning interests wear. Highly polished or nappy surfaced 
conducting Rage re to aeeomne She Fo ~ leathers respond with equal promptness to its 
— a f Bl aren Norteal will Na cleansing properties. “Shuclean” will not burn 
re te a ae s or otherwise harm the finest tannage. 


you wide selling advantages. 

OIL PASTE is for the customer who specifies a OILY CREAM is up to the minute. The con- 
aste polish to clean, polish, and preserve leather venience of the tube form of packing and the 
cotwear. There are those to whom the round merits of Oily Cream gives you_a_ selling 
tin and Oil Paste will particularly appeal. Put argument that will pull trade. Put up in 
up in Black, Russet, Brown and Oxblood. colors. 


“WHITTEMORE BROS. 


SHOE POLISH MANUFACTURERS FOR NEARLY A CENTURY 
CAMBRIDGE, MASS. 
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A new importation—a rather 
gaudy brocade with wide cross 
straps of the same material 


gray and red kid, and gray and red 
kid heels were shown beside hosiery 
in tea rose chiffon. Another new 
number at this store was a genuine 
snakeskin shoe in shades of gray, 
with center strap, and instep strap 
carrying loops on each side, which 
were thrown over buttons at either 
side of the shoe. Several factories 
in and around the Boston district 
report that light gray kid shoes 
have been among the best selling 
numbers. 


Light Brown Shades Shown 


The popularity of the light brown 
shades continues and the prepon- 
derance of the showings are still on 
sauternes, parchment with bois du 
rose trims, or entire shoes of bois 
du rose. Reptile skin trims are 
much in demand. A new strap shoe 
with gores at the side had a pat- 
ented silver buckle joining the 
straps in the center. Among the 
new numbers was a “water snake” 
high throat pump in shades of light 
brown, with buckle of enamel to 
match leather. 

Very lovely are the new sport 
stockings—One new number in 
wool, the accompaniment of a white 
buck shoe, black calf trimmed, was 
noted in fine checks of black and 
white, with a “dash” of lavender. 


Dainty Perforations 


Sport shoes in all white are 
trimmed with dainty perforations 
on toe and top. One dainty oxford 
noted in white calf, with 15/8 heel, 
was ‘decorated over the “bellows” 
tongue with two tiny double bows, 
dotted with perforations—perfora- 
tions also appeared at the toe of 
this shoe in floral pattern, at the 
tip of the tongue, on the sides of 
the shoe and around the top. A 
new white: Florida cloth one strap 
was noted with a “Y” trim in white 
kid at either side of the shoe, com- 
mencing at the top and spreading 
widely to the shank. 


Storm Stimulates Trade 


The big storm which “hit” the 
city on Thursday, Feb. 4, resulted 
in many pairs of overshoes moving. 
Workers were in the main “caught” 
in town without overshoes—and 
there was a rush to the stores to 
get them—young women sent the 
office boys, and men buying over- 
shoes, and even rubber boots for 
themselves, acted as shoppers for 
the girls in the offices. The next 
day, when the city began to slowly 
recover, men especially awoke to 
the fact that not only overshoes, 
but heavy winter shoes, were in 
order. Men’s high shoes were in 


demand and on Friday, shoe stores 
generally selling men’s shoes re- 
ported “a wonderful business.” 


The Cavalier Parade 


The three Traveler down-town 
stores conducted last Saturday, 
Feb. 6, in front of these stores 


A new shoe recently arrived from 
abroad—a looped strap effect on 
a shoe of white kid 


“The Cavalier Boot Parade.” There 
were several girls, dressed in fur 
coats and patent leather, lizard 
trimmed, and brown kid, lizard 
trimmed, high boots. The parade 
was well advertised and the boot 
described as “An original concep- 
tion of the famous Wellington Boot, 
now so popular in England.” The 
price of these boots is $5. 


New Ped-E-Mode Shop 


A new Ped-E-Mode Shop is soon 
to open its doors to the Boston 
public at 360 Boylston Street. Ex- 
tensive alterations are taking place 
and it is reported that these will be 
completed shortly. 


| ROCHESTER | 


Myers Heads Retail Shoe Ass’n 


The Rochester Retail Shoe Deal- 
ers’ Association met at the Roches- 
ter Club on Tuesday evening, Feb. 


85 


9, and elected the following officers 
for the year 1926: President, Fred 
L. Myers, Jr.; first vice-president, 
J. C. Goldstein; second vice-presi- 
deat, Jack Collett; third vice-presi- 
dent, Philip Leckinger; secretary- 
treasurer, Ernest R. Park. 

Following a short business meet- 
ing the floor was cleared and danc- 
ing was enjoyed throughout the 
evening. Entertainment during the 
dinner was furnished by members 
of the Eastman Theater Ballet 
School and the School of Music. 

In addition to the retail shoe mer- 
chants and their wives, the meeting 
was~ attended by representatives 
from the Rochester shoe factories, 
their traveling salesmen and factory 
executives and many representatives 
of the leather and allied trades. 

The committee in charge of the 
meeting was: Don J. Burke, chair- 
man; Harry H. Phelan, Allan B. 
Draper, George Kalb, P. M. VanDe- 
venter, Ross Seward, John Schmanke, 
George Trentman and Ernest R. 
Park. 


Retail Trade Slows Down 


There has been a marked slowing 
down in the retail shoe business 
since the first of February. A heavy 
snowstorm during the week stimu- 
lated the sale of rubber footwear 
somewhat and enabled the merchants 
to clean up some of their heavy rub- 
ber goods which have been rather 
slow in moving, due to the open win- 
ter that this city has enjoyed. 

The period of sales is now about 
over, and as the public interest is 
now more in new footwear, there is 
a tendency for business to lag just 
at present. This situation, however, 
is regarded as only temporary, and 
local merchants are very optimistic 
about spring business. 


Enlarge Shoe Department 


Sibley, Lindsay & Curr Company 
have moved their shoe department 
from the second floor to the third, 
where the shoe department will oc- 


A new shoe sent us from Paris— 
the already familiar basket weave 
in combination with patent 
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The Christening of the Shoe 


Six Reasons 
why you should specify 
Celastic Box Tors: 


1. DURABLE ™ They preserve 
the character and style of the toe 
throughout the life of the shoe. 

. FLEXIBLE @ They insure 
perfect toe comfort to the wearer. 

3. SMOOTH LININGS 
They fuse the upper, lining and 
doubler into one unit, eliminat- 
ing wrinkles. 

. WATER-PROOF. 

Extreme weather does not affect 
tie lines of the toe. 

. SWEAT-PROOF 
They will not soil delicately- 

colored stockings. 

3. NO RIDGES ™ They repro- 

duce exactly the lines of the last 
leaving no ridges across tip line. 


United Shoe Machinery Corporation 


Rememser how our envious companions 
used to christen our new shoes when we 
were youngsters? Today in the street 
cars, movies and other crowded places 
some people are always stepping on other 
people’s toes. 

Such occurrences will not destroy the appearance 
of the shoes if they are equipped with Celastic 
Box Tors. These durable box toes are made to 


stand abuse and preserve the character and style 
of the toe throughout the life of the shoe. 


Specify Celastic Box Toss in all your shoes. A real 
selling point that will interest your customers. 


BOSTON, MASSACHUSETTS 


Johnson City, N.Y. ...276 Main New York, N.Y. ....37 Warren 
Philadelphia, Pa. 221 North 13th 
, N.Y. 
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cupy much larger quarters. “Sib- 
ley’s” have just completed a large 
new building which gives them 
much more floor space and the de- 
partments are being rearranged so 
that they may give the best possi- 
ble service to the public. 


Light Colors Shown 


Parchment, gray, white and the 
other new shades of kid are being 
shown in the store windows, and 
these new light colors are being pur- 
chased freely. Patents are still the 
big seller, but there is a very gen- 
eral feeling that this type of shoe 
will soon be second to the new light 
kid footwear. 


New Store Opens 


The Wilbert Shoe Company, op- 
erators of stores in New York, Buf- 
falo, Detroit and other cities, opened 
a new women’s shoe store at 57 East 
Avenue on Monday, Feb. 1. High- 
grade style shoes retailing at $10 
and upward are featured in this 
store, which is managed by Maurice 
Morad. 


Society at McCurdy’s 


Jim Olmstead, manager of Mc- 
Curdy’s shoe department, took ad- 
vantage of a society event, “The 
Chatter Box Review,” an annual so- 
ciety theatrical event, to feature 
McCurdy’s shoes and the social prom- 
inence of the people who wear them. 

In a program issued by the Chat- 
terbox Club for the performance Mr. 
Olmstead ran an advertisement show- 
ing a corner in the McCurdy shoe 
department where three social lead- 
ers of the younger set were pur- 
chasing new footwear. The adver- 
tisement featured the names of the 
women who were shown in the pho- 
tograph and should materially help 
to put over the social standing of 
McCurdy footwear. 


MILWAUKEE 


Special Sales Draw Business 


Special sales continue to draw a 
large volume of business in Milwau- 
kee shoe stores, although a gradu- 
ally increasing call for spring 
styles is noted. Weather conditions 
have not been favorable to the in- 
troduction of spring merchandise, so 
that merchants have found it more 
profitable to devote their attention 
to the disposal of their remaining 
winter stock. Patents are still of 
primary importance for immediate 
business, and pumps and Colonial 
styles hold the center of interest. 





Caspari & Virmond opened the 
month with a $5 sale which has 
proved a great success. 

“Our $5 sale is the biggest shoe 
sale that has ever been held in Mil- 
waukee,” said George Virmond, 
member of the firm. “The store was 
so crowded that we were forced to 
close the doors for a time during the 
two opening days, and even later in 
the week we found it difficult to 
serve customers promptly. Practi- 











The Oxford 


Finds Its Smartest 
Expression in 


Parchment 
Kidskin 
and Snakeskin 


The shoe whose vogue is 
constantly increasing, par- 
ticularly at the smart South- 
ern resorts. 

Like all the newest shoes, 
its chief interest lies in its 
clever combination of 
leathers—the vamp of parch- 
ment kidskin, the quarter 
and slender spike heel of 
snakeskin imported from 


Paris. 
$18 
First Floor, Old Bldg. 











An interesting shoe advertised in 
an interesting manner by John 
Wanamaker, New York 


cally everything was moving, al- 
though blacks were leading—both 
patent and kid. There was also a 
good call for tans.” 

Mr. Virmond stated that a very 
good business had been recorded for 
the men’s department recently, but 
shoes in this department were mov- 
ing at a higher price than the $5 
mark. 

“We have been doing a volume of 
business which compares favorably 
with last year,” stated: Charles Col- 
lar, manager of the shoe depart- 
ments at Gimbel Brothers. “How- 
ever, it is necessary to offer some 
special inducement in the form of 
lower prices in order to attract busi- 
ness at this time of the year. Women 
are beginning to call for light col- 
ored kids, but we are showing very 
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few styles before the middle of the 
month. I believe that many women 
are asking about the new merchan- 
dise just to see what is being shown 
rather than to buy immediately.” 

Patents are still holding first place 
at Gimbels, while tans are also men- 
tioned as active. Colonial styles 
have been holding up exceptionally 
well, and it is thought that they will 
hold good into the coming season. 

“We have been doing a very nice 
business during our semi-annual 
sale,” said Harry J. Day, manager 
of the Florsheim shoe store. “Tans 
continue to hold the lead in imme- 
diate sales, but blacks seem to be 
gaining strength, and I believe they 
will be more active durfifig the com- 
ing season than they have been dur- 
ing the past year.” 


——— —] 


Business Good 
The Monthly Review of the Fifth 























Federal Reserve District states that * 


business in December was fully up 
to seasonal average, although the in- 
crease in trade over that of Decem- 
ber, 1924, was less marked than the 
increase in November over Novem- 
ber of the previous year. Fall trade 
in 1925 opened earlier than in 1924, 
partly because weather conditions 
stimulated early fall buying last 
year and partly because there was 


V. «<a Re. 


no pre-election uncertainty as was ° 


the case in 1924. 

Clearance sales are still in prog- 
ress, but now that stocks are broken 
as to styles and sizes, business 
quieted down somewhat as January 
came to a close. These sales have 
stimulated business all along the 
line, with the result that many re- 
tailers have begun to display and 
advertise their new spring footwear. 
Several dealers are reported to be 
already selling these new spring 
shoes, while others are just stocking 
in. 

Patent and Satin Sell 

Although patent and satin have 
been the best sellers for some months 
past, with the showing of the attrac- 
tive colored footwear, there is a 
noticeable shifting to these newer 
and more pleasing models which are 
being so extensively advertised. 

The last week of January brought 
to view shoes of parchment kid, 
cobra calf, tor-skin, ostrich, alliga- 
tor, lizard and many other reptile 
skins used to make up these beauti- 
ful foot. creations. One shop dis- 
played a leopard skin oxford in me- 
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A GOOD LUCK 
COIN WITH 
EVERY PAIR 


Style No. S-367—Light shade Tan Elk Bal on MINGO 
Balloon type last. Brass eyelets. Rubber heels. Oak 
bend soles. Boys’ sizes, 1 to 6, B-C-D widths, $3.50. 
Big Boys’, 614 to 8, $4.00. In-stock service. Order now. 


Spring Shoes for Boys 


—Again Excelsior Sets the Style Pace! 


The kind the boys want 
—just like dad’s! 


In presenting the 1926 Spring line of Excelsior Medal Shoes 
for Boys, you can safely say to your customers: “There is no 
finer shoe for Boys at any price.” 


Cleaner lines, finer workmanship, materials that endure— 
all these combined with that smart dash of manly style which 
has, on an ever-increasing national scale, won and held the 
favor of the Boys and their parents since 1892. 


Backed by Excelsior In-Stock Service and the Excelsior Plan 
of Dealer-Cooperation, progressive dealers in every State 
will reap a harvest of sales and profits with these dominant 
Excelsior Spring Styles for Boys. Why not you? Cieck 
your Excelsior Spring Catalog and order at once. 


“ Radio Flashes’”’ 


An Excelsior good- 

will booklet that THE EXCELSIOR SHOE CO. 
will make a lot of 

friends for your Portsmouth, Ohio 

store. Reasonable Dept. D 

quantity free on nl 

request. Order 


EXCELSIOR 


MEDAL SHOES 
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dium toe with broad tassel, brown 
silk laces. 


Reptile Leather Trims 


Shoes trimmed in reptile skins as 
well as brown, gray, bois de rose, 
tan, kid and others will be very 
good for spring wear. Slesinger’s is 
showing a sand kid sandal with gen- 
unine rattlesnake skin trim at vamp 
and quarter, with high spike heel to 
retail at $22.00. This shoe is also 
made up in lizard and sells at the 
same price. Another shoe at this 
shop is a tor-skin three eyelet oxford 
with leather laces and tassels of same 
material, selling for $19.00. 

Hutzler’s is displaying a Thalia 
two eylet tie with high spike heel in 
pink, peach, pale green, light shade 
of champagne, gray, also bois de 
rose with lizard trimming, patent 
with lizard trimming, also brown kid 
and lizard. Oxfords are on display 
at many shops, mostly with high 
spike heels. Many one strap, also 
D’orsay cut pumps have the cuban 
box heel. Of the high heels, nearly 
all are of the spike type with some 
rounded at the inside to give an in- 
dividual touch. 

A few other styles shown are gen- 
uine ostrich skin pumps with small 
bow of same material: black suede 
three eyelet oxford cutout at either 
side with gold band around collar 
and cutouts. This shoe also comes in 
gray suede and combinatiun of gold. 
A shoe for semi-sport or afternoon 
wear is a cobra kilty calf pump, with 
Cuban box heel and Scotch tongue 
of same material. Many pumps and 
oxfords displayed show the trim- 
ming at tip in diamond shape. 


Cerf Goes West 


“The call for the Golden West” 
has come to Frederick C. Cerf who 
left for Los Angeles, Cal., on Feb. 2, 
to assume the dutiés of director of 
the N. B. Blackstone & Co., which is 
a high-class department ready-to- 
wear store. Mr. Cerf has been in 
Baltimore since 1910, having been 
associated with Hutzler Bros. for 
fifteen years, first as a buyer of 
shoes, then as merchandise manager 
for the last five years. Mr. Cerf sev- 
ered connections a year ago and went 
to the Bernheimer Leader Stores as 
divisional merchandise manager. 
Mr. Cerf is a well-known figure in 
retail circles. 


Downey Changing Position 


John H. Downey, for the past ten 
years buyer of women’s shoes at L. 
Slesinger & Son, is severing connec- 
tions with the latter firm and is going 
to Hutzler Bros. as buyer of the shoe 
departments. Mr. Downey is well 
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known and well liked in shoe circles 
here. 
Steele on Tour 


J. D. Steele of the Steele-Lobell 
Co. is taking a southern and west- 
ern speaking tour, visiting their va- 
rious salesmen. J. V. Lobell is leav- 
ing on Feb. 10 to speak at State con- 
ventions in Des Moines Pittsburgh, 
Louisville and Detroit. The Steele- 
Lobell Company reports business 
thus far this year to have doubled 
volume of previous years and the 
outlook for 1926 is bright. The 
company is now mailing the first 
installment, “Shoe Leathers,” in the 
series entitled “Side Lights of the 
Shoe Business.” 





Fame GHOLT cnt STOCKINGS ter GRUER, WOMIEIT CHOC DONRT 


pee —c«c— «— 


ISMAILIA and 
the ELKS 


Next on the calender of um- 


$850 $10 $12.50 up 


It’s always good advertising prac- 
tice to “hook up” with local events 
of social importance. Note how 
well William Eastwood & Son Co. 
of Rochester, N. Y., have done it 


awcnwant | 


Spring Shoes Moving 


A general feeling of prosperity 
and a rapidity of sales has settled 
upon the Cincinnati market as mer- 
chants approach the Easter rush. 
All merchants report a large volume 
of business in spring shoes and de- 
clare that the prospects are for even 
greater activity among shoe pur- 
chasers. There is a_ difference 
among managers of the larger de- 
partment stores as to what will be 
the style trend among women after 
the Easter colored kid craze has 
been spent. 

Several managers held that the 
demand for light color leather shoes 
will continue through until the 
summer months, when white shoes 
of the customary summer materials 
will come into vogue. These men 
base their opinions upon the trend 
in the east as forecast by merchants 
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in apparel and shoes. They hold that 
reports show all merchants are 
showing light apparel for spring and 
as a necessary corollary shoe mer- 
chants are matching the clothing 
trend with shoes of similar shades. 


Expect Patent to Return 


On the other hand, it is said that 
after the colored kids have reached 
the apex of sales, which is expected 
just before Easter, that patent 
leather will return to its usual pop- 
ularity. 


Black Light-Weights for Men 


Retailers of men’s shoes, however, 
seem to be agreed that black light 
weight shoes will be the thing 
among young men for spring and 
summer wear. A veering away 
from the extreme blunt toe was 
hinted, but merchants have no def- 
inite views on the possibility of such 
a change. 

“January was one of our best 
months. We have passed the mark 
set in the preceding month and are 
far ahead of the amount of busi- 
ness transacted in January, 1925,’ 
declared J. M. Smith, manager of 
the Florsheim shop. “This winter 
has been the best spat season we 
have experienced and high shoes out- 
sold their previous records. We are 
featuring featherweight shoes for 
spring and summer wear and are re- 
ceiving quite a response from our 
trade. So far tan oxfords have out- 
sold black, but I expect that black 
will be more popular this spring.” 


Smith-Kasson Remodels Department 


The shoe department of the Smith- 
Kasson company is being renovated 
and it is said that the department 
will resemble a parlor after the im- 
provements are completed. New full 
length mirrors have been installed, 
and all the woodwork and walls are 
being redecorated. New curtains are 
to be put upon the windows and a 
number of fancy show cases are to 
be placed in the center of the floor, 
which will make a sort of center 
place in which large easy chairs will 
be placed for women to enjoy when 
buying shoes. 


| SOUTHERN CALIFORNIA | 


Nortons Move to Pomona 


After many years at Riverside, 
Cal., under the firm name of Nor- 
ton, Tuma & Norton, the elder Nor- 
ton and his son are removing to 
Pomona, where they have taken a 
lease on a store. They will be known 


[CONTINUED ON PAGE 99] 
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D’ORSAY 





Handsome in its simplicity— 
always in good taste. 


Made on Full Toe Short Vamp 
New York Last and carried In 
Stock as follows: 


Gray Leather 16/8 Full Louis heel........ 


683 Blonde Leather 16/8 Full Louis heel..... 3.75 
684 Blonde Leather 12/8 Ouban heel......... 3.75 
725 Blonde Satin 16/8 Full Louis heel........ 3.75 
876 Black Satin 16/8 Full Louis heel.......... 3.50 
877 Black Satin 12/8 Cuban heel.............. 3.50 
476 Patent Leather 16/8 Full Louis heel...... 3.60 
477 Patent Leather 12/8 Cuban heel.......... 3.60 
583 Levor’s White Cab 16/8 Louis heel...... 3.75 


BEAUTIFUL Send for our latest catalog 


HAN NAH SONS 
HAVERHILL MASS. 
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THE TRAIL THAT LEADS 








AT LEADS 


THE TRAIL TH 








—A Real 
He Boot 


forhemenand  =.. 
Juniors— 


The uppers are cut from a very heavy, top grade, waterproof veal, the 
moccasin style toe is hand sewed and all the other seams are sewed so 
well that they just can’t rip. The Barbour storm welt adds the last bit 
of necessary protection against the hardest wear and the most severe 
weather. 


TRAIL MOCS are easily sold to the HE man and the MANNISH boy. 
Write today for Samples 


Men’s Boys’ 
NI iscicoctsontcecd ciate ovecare-iepeesaraonday aR oiNainias $7.50 $6.75 
Cis cps sptaedereteee adress ii 5.40018 ae anal eie 6.75 6.00 
Re SEA AE ST Tg ME 8 ore oe ee 6.25 5.60 


SN 6. 6bLee OS HERI SMT 0 ho C6 00.6 ed . 4.90 


TRAIL MOC SHOE CO. 


Saco, Maine 
Boston Office: 139 Lincoln St. 


“THE TRAIL THAT LEADS” 
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Shoe Factories Busy on Orders 
For Easter Trade 


Jazzy Patterns in Demand 


‘LYNN 


Spring Rush On 


Things are humming in Lynn. 
The rush on spring and Easter 
shoes is on. Deliveries are being 
made on time, or ahead of time. 
An exception is to be made for 
some high grade novelties. But 
buyers are willing to wait for such 
shoes as these. 

Designs and colors remain about 
as reported last week. Blondes, 
grays and light tans lead. Some 
say that colors will carry on after 
Easter. Makers are seeking addi- 
tional orders for late spring and 
early summer shoes. 


Shoes Are Smaller 


New models of lasts stick two 
sizes below standard. Sam Ste- 
phens, of McNichol, Taylor, Inc., 
last makers, is authority for this. 
He is an expert on fitting lasts. 
He names round toes as coming fa- 
vorites, with vamps 2%4 or 2% in. 
long, and heels from 9/8 to 21/8 
high. 

Women’s feet are larger. So 
stocking makers testify. But Lynn 
makers of shoes find that women’s 
shoes are running smaller, in both 
length and width. 

Most likely, shoes are being fitted 
more snugly. They can be, because 
they are so flexible. Besides, high 
heels, now in style, pitch up the 
rear of the foot, and shorten its 
length. 


Incidentally, when stockings of 


thin silk are worn in place of stock- 
ings of cotton, shoes may be fitted 
down by a half size. So this shoe 
and stocking complex is explained 
in part. 

“Roll ’Em” Pump 


The “Roll ’em” pump, from the 
Burdett factory, fits into the “Roll- 
’em” girls fad. It’s a pump with 
a bit of a dip to the side, and a 
roll of leather, as tight as the roll 
on stocking tops, to ornament the 


vamp. A piping, of contrasting 
material, is carried along the top 
of the sides of the pump, and along 
the edges of the “Roll-’em” trim- 
mings. 

Flower Trims 


Flower shoes, of patent, have in- 
lays of the figure of a daisy, rose- 
bud or shamrock, and a stem for 
these flowers is made by fancy 
stitches. Usually, this ornament is 
on the vamp, where it produces a 
pretty color effect. A blonde shoe 
may be inlaid with gold in this 
fashion. 


Useless custom No. 11 is that of 
wearing your wrist watch on the 
strap of your pump 


The Burdett factory is now mak- 
ing turn ‘shoes entirely, and this is 
another instance of the movement 
toward turns. 


Golden Rule Buys Two Factories 


James Daley, of the Golden Rule 
factory of Lynn, has bought the 
two factories of J. H. Baker & Co., 
Beverly, Mass., and will operate 
them for making women’s welt 


shoes. The Bakers are liquidating, 
after 60 years of shoemaking. 

Mr. Daley is organizing the Baker 
shop crew according to the Golden 
Rule plan under which the two 
Golden Rule factories are organ- 
ized; that is, each employee becomes 


a stockholder in the corporation, 
and a profit sharer in the business. 


Charleston Pumps 


Charleston pumps, Charleston ox- 
fords and Charleston ties have all 
appeared. Shoemakers are not 
above encouraging this dance, for 
it wears out shoes rapidly. 


Faster Stitching 


A new model of the Littleway 
sole sewing machine sews 500 pairs 
daily. The first models sewed but 
200 pairs. Fifty-four firms, about 
the country, are now using the 
Littleway method. It yields a shoe 
that is only a fraction of an ounce 
heavier than a turn. 


60,000 Wooden Heels 


It is figured that 60,000 pairs of 
wooden heels are being used daily 
in the Lynn district. 

W. A. Vaughan, of Vaughan, 
Towle, is on a western trip. He 
attended the Fort Worth, Tex., con- 
vention. He showed Kush-In-Eze 
shoes. 

William F. Dee, of the Dee Flex- 
ity Stain Co., will sail for Europe 
in March. 

The Harneys are making twice 
as many shoes, all novelty McKays, 
as @ year ago. 

Albert M. Creighton is in Ari- 
zona. He is expected home about 
the middle of the month. A year 
ago this time, Mr. Creighton was 
in the jungles of Africa. 

Some makers lightly singe suede 
shoes with an acetylene gas torch. 
It brightens up the leather. 


| ROCHESTER | 


Superintendents and Foremen Hold 
Banquet 


The Rochester Association of 
Shoe Superintendents and Foremen 
held their first.annual banquet and 
dance at the Osburn House on Jan- 
uary 30. This association which 
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Three New 
Dr. Darling: “Style Shoes 
IN STOCK *. 


BLACK KID 
BLACK SATIN 




















No. 62i—Pat:__ Leatticr, 12/8 Leather Heel. 
Ruvber Top. 1201 Last, “Turn Edge, Dr. Dar- 
94.75 





SIZES AND WIDTHS 622—Black Satin 14/8 Wood, Cuban Heel, 


01 Last, Turn Edge. Dr. Darling Areh. 
$5.25 


ling Aren. 


No. 620--Same in Black Kid with Dr. 
Darling Riveted -“ Ps Leather Counter. 





Mr. Jack Clark will be at the Hotel Fort Des 

Moines, Des Moines, Iowa, during the Iowa 

1 granerl —* Dealers’ Convention, February 16, 
an > 
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Fischer aaa Pr kis Ave ae 
Builds Business Under pr iced 











The advertisement you see below is reaching 


over 30,000,000 readers. 


For more than fifteen years Fischer adver- 
tising has regularly and consistently kept 
Fischer Protectors before the public. 


The result is a steadily increasing demand 
for this time tested and thoroughly known 
device for foot comfort. 


Your jobber can supply you with Fischer 
Protectors on call. Keep them in stock 
and display them. It pays. 


KEEPS SHOES SHAPE 


hal i Wri ad an RY N 
opts ite for 
if no relief. State size ofehoes end if for right orlete. 


a nek SCHER WATE 





In-Stock for Immediate Shipment 


List Our List Our 
Price Price Price Price 
Men’s 6-12 $3.15 $2.50 Misses’ 11-2 $2.35 $1.90 
Women’s 2%4-8 -2.65 2.00 Child’s 5-10% 2.10 1.65 


Full ‘height wool cashmere 
uppers — Fleece lined — Ad- 
wear heel—semi-rolled edge— 
waterproof vamp—bright _fin- 
ish. Of good make, every pair 
guaranteed. 


Also full line Firestone-Aps- 

ley “Lita” Gaiters, In-Stock, 

at following prices: 
Men’s 6-12 $2.50 
Boys’ 2%-6 2.25 
Youths’ 11-2 2.00 
Women’s 2%-8 2.00 
Misses’ 11-2 1.90 
Children’s 5-10% 1.65 


Packed 12 Pairs to a 
Case, in Cartons. 


Prices subject to change 
without notice. 


J. A. KEMLER 


Always “Under priced” 
108 Lincoln St Boston, Mass. 
Keep in touch with me for underpriced jobs always on hand 
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was formed in 1919 maintains club 
rooms, publishes an interesting 
year book, and plans an educational 
campaign for the benefit of young- 
er men working in the local shoe 
factories. 

Officers of the association are: 
President, C. D. Demer, The Meni- 
han Company; vice president, D. A. 
Palmer, W. B. Coon Co.; secretary, 
James McGrath; financial secre- 
tary, Charles F. Donehue, C. P. 
Ford & Co.; treasurer, Charles Rey- 
nolds, E. P. Reed & Company. Ernie 
Fink, Kalb Shoe Mfg. Co., is editor 
of the yearly reference book. 


Antons with Utz & Dunn 


The Utz & Dunn Company an- 
nounce the appointment of John 
C. Antons as salesman covering 
the states of Tennessee and Ken- 
tucky. Mr. Antons, who lives in 
Covington, Ky., formerly covered 
this territory for the George E. 
Keith Company and has a host of 
friends in the territory. 

This territory which was former- 
ly covered by F. R. Montgomery in 
Kentucky and H. B. Lipstein in 
Tennessee will now be covered by 
Mr. Antons. 


W. J. Morse to Cover Toledo 
Territory 


W. J. Morse, for many years To- 
ledo salesman for the Simmons 
Boot & Shoe Company, has been ap- 
pointed Toledo salesman by Wil- 
liam H. Walker & Company of Buf- 
falo, N. Y. The addition of Mr. 
Morse to the Walker salesforce 
gives this house four men in north- 
ern Ohio and will enable them to 
give real service to their trade. 


Better Grades Selling 


Clark B. Rowley, secretary-treas- 
urer of the Rochester Association of 
Traveling Shoe Salesmen, who rep- 
resents the Sherwood Shoe Company 
in New York and part of Pennsyl- 
vania, reports that merchants in his 
territory are buying much more 
freely, and that. the merchants who 
had been featuring low-priced foot- 
wear in an effort to meet chain- 
store competition, are realizing that 
good shoes build business and re- 
turning to quality merchandise 
which they can sell at a profit and 
stand back of, rather than merchan- 
dise which has the one appeal— 
price, 

Clark was in Rochester last week 
after a trip into the hard-coal min- 
ing section of Pennsylvania, and re- 
ports that even in that section, which 
is hard hit by the strike, he sold 
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more shoes than he did on the same 
trip last year. 


Rosenfield Elected a Director 


E. J. Rosenfield, sales manager 
for Truitt Bros., Inc., manufactur- 
ers of children’s shoes at Bingham- 
ton, N. Y., was elected a member of 
the board of directors at a recent 
meeting. 


MILWAUKEE 


Factories Are Busy 


Milwaukee shoe manufacturers 
report business very satisfactory, 
with the volume running a little 
better than normal on an average. 
Orders for spring merchandise are 
coming in nicely, and salesmen on 
the road are meeting with good re- 
sponse, it is stated. 

“We are doing a very good busi- 
ness,” stated Theodore F. Vogel, 
president of the Rich Shoe Co., 
manufacturers of women’s shoes. 
“Everything seems to ‘be selling— 
gray kid, various shades of blond kid 
and patents, but no tan calf. Both one 
strap effects and pumps are active. 
There is a very big demand. for high 
heels, running about 19/8 to 21/8, 
although we are still selling a lot of 
Cuban heels.” 

“Our business is running about 
normal for this time of the year, 
and while we are not making any 
marked increase, neither are we 
going behind our former records,” 
said G. E. Musebeck, vice-president 
of the Edmonds Shoe Co., manufac- 
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turers of Edmonds’ Foot Fitters. 
“We are getting very liberal re- 
sponse on the window display con- 
test, which we are conducting among 
our dealers, and they are very en- 
thusiastic over the opportunity our 
line presents of selling shoes on the 
basis of construction rather than 
on style and finish alone. Many 
shoes are sold on the outward ap- 
pearance alone, but our Foot Fitter 
shoes are sold by educating the pub- 
lic along the lines of construction, as 
is done with an automobile or similar 
merchandise, and window displays 
give an excellent opportunity for 
showing the special features.” 


Announce New Salesmen 


Several new salesmen have been 
added to the sales force of the Ed- 
monds Shoe Co., manufacturers of 
men’s Foot Fitters. E. M. Kearns, 
formerly with the Hamilton-Brown 
Shoe Co. in the New York City office 
and later in the State of Massachu- 
setts, is now covering New England 
territory for Edmonds. Henry Zeis- 
man, formerly with the Meier Shoe 
Co. of St. Louis, has taken over the 
State of Missouri for the Milwau- 
kee firm. Arne Anderson, who cov- 
ered the States of Washington and 
Oregon for Edmonds up to a year 
ago has now returned to this firm, 
and is traveling the Pacific Coast. 
Herman Bloom, formerly a_ shoe 
manufacturer in Cincinnati, is trav- 
eling western Ohio territory. 


Salesmen Meet 


Members of the Wisconsin Shoe 
Travelers’ Association outlined a 
strenuous membership campaign for 
the coming year at the January meet- 


A new wrinkle is the “Sweetheart” shoe. The shoe is punched with as 


many heart-shaped perforations as the wearer has beaus. 
beaus inscribe their names on the shoe. 


Then the 
You won’t need to order many 


sizes on this particular style 
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COLLEGIATE 


Sport Plaid Laces 


Art Silk—Tassel End. Can 
ship at once. Big demand. 
All sorts of colors. Order a 
gross assorted; show ’em and 
sell ’em. 


No. 103. 27 inch length. 


Per Doz. Pair 
Per Gross Laces 


Lincoln Store Supplies Company 
1508 Washington Ave. St. Louis 
Novelty Findings 














IN STOCK x 


I am carrying a stock of sizes for 

at once delivery. Shipments are made 

in 36 pair cases. Black kid with 

leather or rubber heels. Colored kid 

styles carry leather heels only. The 

widespread demand for my boudoirs 
is based on quality and 
service. 


) AW) GREELEY 9 
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The Difference 
Between Turns and 


McKays 


This is only one of the sub- 
jects discussed. in a 16-page - 
booklet—just off the press. In 
addition to telling how. turns ~ 
and McKays are made, there 
are, also, chapters on the welt 
and.stitchdown processes..Ac- 
curate and authoritative. We 
vouch for it. 


25 cents per copy 


(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207*South St. Boston, Mass. 
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Boys’ Goodyear Welts and McKays 


—In Stock 


No. 30—Lt. Tan Bal. 
leather sole, rubber heel. 
$2.45; L. G. $2.15. Terms: 
days. 


Other Goodyear Welts from $2.60 to $2.85, Boys’. 
Goodyear 


McKays from $2.00 to $2.25, Boys’. 
Stitched, Uskide Soles, from $2.50 to $2.60, Boys’. 


Makers of Boys’ Shoes Since 1906 


HARRISON SHOE COMPANY 


Boston, Mass. 
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APPROVED BY 


MEDICAL MEN 


t for the ankles of 


r 
lated Foot Sovctener is unexcelled. 
Well known surgeons recommend 
use. 


i your stock of 
sent e ren’s shoes com- 
THLAT OMS! plete by sending your 


congeree order today. 


Phone Brockton 


for immediate action. 


BURKLEY 
SHOE CO. 


1156 Ne, Main Street 
Mass. 


Brockton, 


“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
«° tapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments, Each month the idea grows 
bigger. 
So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
-The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 


When writing to advertisers please mention Boot anp SHoe REcoRDER 


Oxford, Goodyear Welt, 
Boys’, $2.60; Youths’, 
5% 10 days, 2% 39 
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ing held at the Hotel Medford. Upon 
the motion of L. L. Imig of the Rich 
Shoe Co., it was voted to offer a re- 
ward of $10 in gold to the member 
who secured 10 or more new and ac- 
cepted members during the first six 
months of 1926, with a second award 
of $7.50 and a third of $5 for those 
coming next in line. In addition, 
Mr. Imig himself has offered $10, 
payable at the January, 1927, meet- 
ing to the member securing the 
largest number of new members dur- 
ing the year of 1926. 

Following the annual reports of 
various committees, the representa- 
tives at the national convention in 
Chicago gave their report of con- 
vention proceedings, featuring the 
new plan for group insurance. New 
officers, including L. L. Imig, presi- 
dent; John Kowalsky, vice-president, 
and C. W. Johnson, secretary-treas- 
urer, were installed. The remainder 
of the meeting was devoted to ap- 
pointment of standing committees 
for the year, 16 in number. 


Elected Director 
Ray Ripple of the J. L. Ripple 
shoe. store was elected to the board 
of directors of the Uptown Milwau- 
kee Association at its annual meet- 
ing. 








| HAVERHILL 
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Factory Payrolls Growing 


Steady increase in MHaverhill’s 
factory payrolls supply substantial 
evidence concerning an enlarged 
output of MHaverhill-made_ shoes. 
Aggregate payroll for the week end- 
ing Jan. 24 was the largest for this 
period of any time during the past 
five years. This increase is not. 
confined to a few of the larger 
plants, but is general throughout 
the city’s shoe district. For three 
weeks in January the increases 
were: Jan. 10,. $45,000; Jan. 17, 
$25,000; Jan. 24, $40,000, or a total 
increase of $120,000 for the period. 
These figures are official, having 
been compiled by local banking in- 
stitutions. 


Shoe Concern Remvuves to Larger 


Quarters 


Under a reorganization of the 
Crispin Shoe Company and a char- 
ter of incorporation, this concern 
plans to double its factory output. 
Incorporators and officers are: 
President, John C. Leary; vice- 
president, Raymond fF. Brady; 
treasurer, John W. Price; secretary, 
Edward F. Casey. 
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This concern, which has been 
manufacturing women’s McKay 
novelties in Haverhill for the past 
four years, has removed its factory 
location to 10 Walnut Street, in the 
plant formerly occupied by W. & 
W. O. Kimball Company, where 
largely increased space is available. 
The daily capacity of the new plant 
is 1500 pairs, the product being 
sold to the wholesale trade. Mr. 
Brady is in charge of sales. Mr. 
Casey is superintendent of the 
plant. President Leary’ was for 
many years a partner in the shoe 
manufacturing concern of George 
B. Leavitt & Company. Mr. Price 
has been identified with the Haver- 
hill leather business as head of J. 
W. Price Leather Company. 


Overtime in Wood Heel Plants 


Haverhill’s wood heel business, 
an important adjunct to the shoe 





Castor Oil in Shoes 


There are mysteries in shoes 
of which some buyers never 
dream. For instance, castor 
oil, commonly known as a fam- 
ily medicine, is used for dress- 
ing leather. It is now cheaper 
than neatsfoot oil. Castor oil 
is used for lubricating air- 
plane engines, because it is not 
as much affected by changes 
in temperature, particularly 
cold weather, as are some 
other oils. For this same rea- 
son it serves well for lubricat- 
ing leather in shoes. 











industry, is reaching almost un- 
precedented prosperity. Typical of 
this condition is the turning room 
in one local plant which for the 
past month has worked on a day 
and night schedule. The outlook 
for wood heel production in Haver- 
hill factories indicates a _ three 
months’ continuance at capacity 
production. Orders are being re- 
ceived from manufacturers of wo- 
men’s footwear in shoe centers all 
over the United States. 


| CINCINNATI | 


Trade Brisk 


Cincinnati manufacturers are 
busy. All factories report that they 
are well into their orders for Easter 
business, and that orders are contin- 
uing to pour in for spring shoes. 
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Price cutting by other manufac- 
turers worried Cincinnati men for a 
time until reports of salesmen in the 
various territories showed that any 
worry about price cutting in other 
places would have little effect upon 
the volume of business done by fac- 
tories in this district. Labor condi- 
tions continue to be tranquil. The 
only complaint manufacturers have 
is that more persons could be em- 


‘ployed if they were available. 


“Price cutting by other manufac- 
turers. has meant nothing to us,” 
said George Vollman, Jr., advertis- 
ing manager of the Vollman, Law- 
rence Shoe Company. “As a matter 
of fact, we have graded our shoes up 
and find that orders have increased.” 


Shoe and Leather Club Elects 


Frank. Helmers, retired, formerly 
of the Helmers-Bettman Shoe Com- 
pany, Cincinnati, was elected presi- 
dent of the Cincinnati Shoe and 
Leather. Club at the annual election 
of officers last Saturday, Feb. 6. Mr. 
Helmers was nominated by both the 
Red and Blue tickets, and his elec- 
tion, therefore, was unanimous. 

In addition to Mr. Helmers, the 
entire Red ticket was elected. Those 
taking office are: Vice-president, 
Leslie B. Joseph, secretary-treasur- 
er, E. E. Furstenau; governor, two- 
year term, L. B. Cahill, Jr., and gov- 
ernor, one-year term Lee Spring- 
meier. 

The members of the club made 
election day a gala affair. Activi- 
ties began at 12.30 o’clock, at which 
a short business meeting was con- 
ducted and matters of routine were 
transacted. At 1 o’clock a buffet 
luncheon was served and voting be- 
gan. From 1 to 4 o’clock the polls 
were open. Members lingered in the 
club rooms long after the results 
were announced and talked over 
plans for the future. 

Officials of the club said this was 
one of the best elections ever con- 
ducted by the club in that the vote 
was extremely heavy and a large per- 
centage of the members took part. 
Voting by mail was permitted to 
those who were unable to attend the 
meeting, and, according to officials, 
a large number of the members took 
advantage of this opportunity. to 
vote. 

At a meeting preceding: the elec- 
tion the club members presented a 
beautiful Rookwood vase to George 
Springmeier, retiring president, in 
recognition of his untiring efforts 
in behalf of the club. 
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| ST. LOUIS | 


Wholesale Trade Good 


Business for January in the 
wholesale district was reported as 
good. Practically every manufac- 
turer showed an increase over the 
same period of a year ago. One of 
the general line houses enjoying a 
large business increased its business 
$175,000 over January of a year ago. 

A report that is encouraging and 
heard in many houses is that the 
unit order is larger than it has been 
in some time. Merchants are buy- 
ing with more confidence which is 
an indication that they too are op- 
timistic over the future business 
trend of the year ahead. 


Colored Kid and Patent 


Colored kid and patent leather are 
dividing honors on the salesmen’s 
books. Parchment is getting the 
better of the high colors and mer- 
chants are placing their business for 
more of this color than sauterne or 
gray. Patent leather style shoes are 
being bought in the contrasted ef- 
fects and the principal trimming be- 
ing used is parchment. 

The men’s business is reported as 
considerably improved in the whole- 
sale district. The sales manager of 
one of the larger houses stated that 
they were receiving orders for men’s 
business that were the best that 
have come into the house in many 
a day. 

The February outlook is even bet- 
ter than that.of January. Larger 
increases are expected with still 
greater business for March pre- 
dicted. The specialty houses are 
practically sold up until Easter and 
few if any promises are being made 
for delivery before Easter on busi- 
ness being placed now. 


Reserve Report On Shoes 


The Federal Reserve Bank of the 
Eighth District in its report on gen- 
eral business conditions says: 

“December sales of the 11 report- 
ing interests were 34.5 per cent less 
than for the corresponding period 
of 1924 and 52.5 per cent below the 
total of November, 1925. Stocks on 
Jan. 1 showed a gain of 43.3 per 
cent over those of Dec. 1 and were 
25.5 per cent larger than on Jan. 
1, 1925. The sharp decline in sales 
from November to December, 1924, 
was accounted for largely by sea- 
sonal considerations, while the de- 
crease under December, 1924, was 
due mainly to smaller future orders. 

















BIon F REYNOLDS Cou, 


BROCKTON, MASS. 














STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
Got be Stetscn 
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THE STETSON SHOE CO., Ine. 
Seuth Weymesth, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
a 


SHOES and RUBBERS 
Every Wednesday and Friday 








SNAPPY SHOES 
FOR YOUNG MEN 
Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 
CRAIG-REED & EMERSON, Inc. 
Boston Office, 10 High St., Room 804 





New York Office—Marbridze Bldg. 
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DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St., 
New York City 


OCG yee 


The Quali: ay. 
Pullman Sloper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 


























bent FOOTWEAR MFG. CO., INC. 
"Bldg, 1 W. Madoc 


HIGH GH GRADE MULES and D’ORSAYS 


Leather. Tinsel and Brocade 
Prices from $23.00 per dex. up 







































H. K. GARDINER CO., PITTSFIELD, N. H. 














EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
Samples Mailed Free on 


142 war BROADWAY 
429 NEW YORK 








Ne. 250. $2.50 per 100 
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Production Gains 


Production in the Brockton shoe 
factories is on the upward trend, and 
during the past week, even, addi- 
tional firms have begun capacity out- 
put. There is still much room for 
improvement in the general situa- 
tion, but as a few firms at a time 
announce increased operation the re- 
sult is reflected in the whole indus- 
try here. Prospects are brighter 
than for many weeks, and manufac- 
turers predict a much better year 
than in 1925, some having already 
obtained sufficient orders to insure 
a busy trade until midsummer, while 
others have begun indefinite runs 
on a near-capacity basis. The two 
biggest plants, the Geo. E. Keith Co. 
in Campello and the W. L. Douglas 
Shoe Co., are enjoying a brisk busi- 
ness, particularly on men’s shoes, 
and officials feel gratified with the 
present outlook. Some of the newer 
firms making medium-grade welts 
for men are among leaders in volume 
while older concerns are gradually 
experiencing a bigger demand for 
their better-grade welts. 


Sport Shoes Strong 


Brockton manufacturers are tak- 
ing advantage of what is heralded 
as a record-breaking sport shoe sea- 
son. Designs and combinations of 
leathers which in past years were 
regarded as extreme bid fair to meet 
with the approval of the public for 
summer wear, and it has been noted 
that firms are now making for their 
“fn-stock” departments sport shoes 
of this type, confident that retailers 
will order heavily, because of the 
anticipated consumer demand. Ef- 
forts are being made by the various 
concerns to outdo each other in the 
sport shoe field, and a keen interest 
is being manifested in this phase of 
shoemaking. The output of sport 
shoes has already been greater than 
usual up to this time, an especially 
good Southern trade having kept 
some factories busy. As an illustra- 
tion of the extra attention being 
given sport shoes, several companies 
have made samples of a special sport 
oxford which they plan to feature in 
advertising and window display cam- 
paigns. A tremendous increase in 
women’s sport oxford business is 
also anticipated, and the local firms 
whose output includes women’s 
shoes are now sampling new crea- 
tions. 






















18ec Extra 

Alse Men's and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 

134 W. Bway, near Duane St. New York 
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BALLET SLIPPERS—IN STOCK 
of the unusual kind 


Style cua sett -.. ou 









Child's, 6 - a s 

Misses’ 11/2 te 2— 1.40 

F Women’s, 2/2 to 8—1.45 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 

241 No. lith Street - Philadelphia, Pa. 








IN STOCK 
BLACK BALLET SLIPPERS 
















































“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 
ROCHESTER, N. 


Boston Office, 183 shag "Street 








No matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 








































ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 





Telephone, LiBerty 8673 





WHERE TO BUYS 
velit \. 3 





shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN CO. 





50 MAIN ST., BROCKTON, MASS. 








Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 


Tanneries at Danversport, 95 South St., Boston, Mass. 











Beggs & Cobb, Inc., Boston, Mass. 





est Virginia 


Always Fibre B in Board 
faa Dependable in oa 
p Products Departmen 
WestVirginia Feige & PaperCompany 
troit lew Y: 








T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 





95 SOUTH STREET BOSTON, MASS. 
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Miller’s Sponsor 
*‘Silhouette”’ 


“Silhouette” is a word that will 
appear in much of the I. Miller & 
Sons advertising to the consumer 
this spring. The idea back of the 
use of this word is to drive home to 
the consumer the important fact that 
footwear now plays a part in the 
general silhouette, which is the most 
important note in spring fashions 
for women. 

“The day has passed,” said Adver- 
tising Manager Levinson of the Mil- 
ler organization, “when you can ad- 
vertise just shoes to the consumer. 
You must advertise a vogue. That 
is what we are doing this spring, 
advertising the vogue of the silhou- 
ette in costume. Our copy will em- 
phasize the vogue of the feminine 
silhouette in slippers, just as the 
copy of the leading fashion houses 
are playing on the vogue of the sil- 
houette in garments. The slippers 
accentuate the high arch, the grace- 
ful curves and other distinctly femi- 
nine attributes of women’s feet.” 

This idea is to be carried out in 
the concern’s advertising in the 
fashion magazines and in the adver- 
tising of Miller dealers in news- 
papers, direct-by-mail and in win- 
dow displays. The first of these ad- 
vertisements and displays will appear 
this reonth. 


Coblentz Sails to Paris 


NEw YorK—Louis Coblentz, man- 
ager of the New York branch of the 
Paris house of Leon Weil, Inc., 
manufacturers of high grade shoe 
ornaments, sailed for a month’s visit 
to Paris on Saturday, Feb. 6. While 
there he will make his headquarters 
at the home office. He intends 
bringing back with him an entirely 
new line of shoe ornaments styled 
in the latest Parisian fashion. The 
New York office of the firm is lo- 
cated in the Marbridge Building, 
which is one of the leading “shoe 
headquarters” in New York. 


Laycock Now in Europe 


John Laycock, manager of the 
Hanan & Son retail stores, and H. 
W. Hanan are now in Europe on a 
trip to the various style centers 
which will occupy about six weeks. 


Wildfeuer Employees to 
Hold Annual Ball 


The annual ball of the Wildfeuer 
Brothers’ Employees’ Association 
will be held on Sunday evening, Feb. 
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21, in the Grand Ballroom of the 
Hotel Waldorf-Astoria. The music 
will be furnished by Adam Carroll’s 
Orchestra, featuring Milton Suskind 
of the Earl Carroll Vanities. 

This annual event brings out not 
only the employees of the several 
Wildfeuer stores, but a number of 
others prominent in the New York 
shoe field. 


Alexander Baris Honored 


NEW YorRK.—The national presi- 
dency of the Tau Delta Phi, an or- 
ganization nation-wide in scope and 
cf considerable influence and prestige 
among American University students 
and graduates, has been given to a 
New York shoe man. 

Alexander L. Baris, General Man- 
ager of the Bleecker Shoe Company 
of New York and assistant to Miles 
L. Bleecker, its president, was the 
one honored. 

A banquet was tendered to Mr. 
Baris by the Tau Delta Phi Fratern- 
ity at its fifteenth annual convention 
at the Edgewater Beach Hotel in 
Chicago, IIl., recently, at which time 
all the ceremonies incident to the 
office were imposed. Several hun- 
dred fraternity representatives from 
universities situated throughout the 
United States participated in the in- 
duction. 

Mr. Baris is a graduate of New 
York University Class of 1917. He 
is also the organizer and has been 
the president for the last three years 
of the Bleecker Live Wire Associa- 
tion; the employees association of 
the Bleecker Shoe Company. 


Alexander L. Baris, general man- 

ager of Bleecker Shoe Co. Re- 

cently elected national president 
of the Tau Delta Phi 
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SOUTHERN CALIFORNIA 
[CONTINUED FROM PAGE 89] 


as Ed. S. Norton & Son. The Nor- 
tons were previously in business in 
Pomona and will be welcomed back 
to that enterprising little city. 


Sweets Opens with Men’s Shoes 


Sweets, clothing and men’s fur- 
nishings, opens a beautiful, new de- 
partment at Riverside, Cal., where 
he has been one of the leading pur- 
veyors of men’s apparel. No pains or 
expense have been spared to make 
the new department a place of beauty 
and utility. Thus one more high- 
class shoe outlet is added to the city 
of Riverside. 


Och’s Walkover Store is Busy 


San Bernardino, Cal., boasts one 
of the handsomest shoe stores in that 
section of the State. Without forced 
methods, sales or other extraordi- 
nary efforts, this store is going along 
at a good pace. You hear no hard- 
luck tales from a merchant like 
talph Ochs. 


Has Its First Sale 


At San Bernardino, Cal., the new 
shoe store of Farris & Joyce was 
having a rousing clearance sale. 
From opening time to late in the 
evening the selling force was on the 
go. Women crowded the place all 
day, and sales were astonishing in 
their volume. 


Bennett’s Busy Bootery 


Bennett has a store at San Ber- 
nardino and at Redlands. Both are 
busy. At either place the traveler 
finds a good, steady trade. Good 
cheer, optimism, courtesy, service 
and good lines of shoes tell the story. 
One likes to go calling at such stores. 


Ontario’s Live Merchants 


Ontario holds the palm for calm 
beauty of landscape and placidity of 
life. There is a fine class of citi- 
zenry, well served by some excellent 
stores. The Bootery, captained by 
Reid & Fluke, live shoe men, is do- 
ing a good business. Ostran’s big 
store has a fine business and a fine 
crew of shoe men. The Kafateria 
serves a class of trade that demands 
the medium and lower priced foot- 
wear. Three good stores that do a 
good job for the people. 


Pomona Much on the Map 


Pomona is a college town, and nat- 
urally has a specialized demand for 
shoes. The Triangle Shoe Store, with 
Mr. Thomas at the helm, serves this 
trade exceedingly well. A beautiful 
store, well fitted to care for a high- 
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class clientéle. 
the Orange Belt Emporium, a de- 
partment store with one of the best 
shoe departments in the State. Ca- 
sey-Curtis, successors to the old firm 
of P. J. Tarr, is another one of 
Pomona’s live ones. Thias Shoe 
Store is quitting business, to be suc- 
ceeded by the Nortons, who are com- 
ing over from Riverside. 

This part of the State, known as 
the “Orange Empire,” is buildir¢ 
up rapidly and will soon have a tre- 
mendous population of people who 
are interested in growing citrus 
fruits. 

Situated in the great valley or 
basin, near the mountains, watered 
from melting snows, warmed by 
brilliant suns, this country has a 
great future. 


“Equipment” for Sale 


The RECORDER man saw a sign 
painted on a wall in Los Angeles that 
was so good he is passing it along 
to readers. This is the way it read: 
“The largest and Most Equipped 

Store in this Locality.” 











Benton Shoe for Men 


The Recorder has a request 
from a subscriber for the ad- 
dress of the concern making 
the Benton shoe for men. It is 
not in our records. Can any 
reader supply it? 





























NEW YORK 














Rubber Business Spurts 


During the past week shoe re- 
tailers in New York have been more 
interested in Zippers, galoshes, rub- 
bers and similar heavy weather foot- 
wear than they have been in any 
other class of shoes. The severe 
snowstorm brought about a great 
demand for protective footwear; 
such a demand, in fact, that stocks 
have been pretty well sold out. De- 
spite this, there has been much dis- 
satisfaction in many quarters at the 
rubber business. The price situa- 
tion has been extremely upset. 
Zippers, for instance, have been sell- 
ing at various prices, ranging from 
$4 to $6 a pair. Four buckle ga- 
loshes have sold as low as $2.95 a 
pair. This instability of prices has 
been disconcerting and it is likely 
that the retailers, through some or- 
ganization, will endeavor to have the 
situation remedied before another 
season appears. The department 


Down the street is 


99 


stores and specialty shops, rather 
than the shoe stores, have been the 
worst offenders in the matter of 
price cutting, it appears. 


Clearance Sales Continue 


A few clearance sales continue 
and they are doing a fairly good 
business, according to most reports. 
Demand for spring shoes is slight 
and confined mainly to customers 
who are going South. As for some 
time past, the light tan shades and 
gray form the bulk of this demand, 
with patent also coming along rather 
strongly. 

Association Meets 


The Retail Shoe Dealers’ Associa- 
tion of Greater New York held its 
first general meeting since the elec- 
tion of Capt. Eddie Perlberg as 
president, at the Cafe Boulevard at 
noon on Feb. 9. The meeting was 
well attended and, although confined 
largely to routine organization mat- 
ters, was spirited and “peppy.” 

Plans were laid for the holding 
of the next monthly meeting on the 
night of March 3. A program will 
be arranged, with one or two prom- 
inent speakers and an open forum 
session. President Perlberg ap- 
pointed Percy E. Hart chairman of 
a special committee to arrange for 
the dinner. Other members of the 
committee are Messrs. Holden, Leo- 
pold, Hirsch and Vanderporten. 

Steps are being taken to inject 
new life into the association. A 
comprehensive plan of activities for 
the organization is being prepared 
and it is likely that the association 
will make great progress this year. 
Lack of membership is the greatest 
drawback at present, and a special 
effort will be made before the next 
meeting to revive interest in the or- 
ganization among the 6000 shoe 
retailers listed in New York. 


Open New Store 


Wallach Brothers, clothiers and 
furnishers, opened their new store, 
another link in the growing chain, 
at Broadway and Forty-first Street, 
last week. Florsheim shoes are car- 
ried in the Wallach stores and the 
shoe department in the newest store 
is a model in layout and equipment. 


Guinivan Shoe Buyer for 


Loeser 


F. A. Guinivan, formerly buyer 
and manager of B. Forman’s shoe 
department, Rochester, N. Y., and 
later shoe buyer and merchandise 
man of the American Retailers’ As- 
sociation, with New York headquar- 
ters, is now shoe buyer for Freder- 
ick A. Loeser & Co. of Brooklyn. 
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.SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











Tebtslon Sor’ catghiioned salsaiene in Ww 

unities for es shed salesmen in 

a — of New England SALESMEN ANTED 

an ew ork. 54 ’ . : ° 

ity si San? Wis end Dildies An established manufacturer of men’s high grade shoes is starting a factory 

Shoes in Stock. to make men’s dress welts to retail at $5.00 with all the style, lasts and fitting 

Goodwill Shoe Co., Holliston, Mass. qualities of the high grade line with about twelve styles all carried in stock. 
Also six up-to-the-minute styles in boys welts on high grade lasts at popular 


prices. This line will be a winner for the right salesmen. 








Only salesmen who can show successful selling records and established trade 
Experienced Out-of-Town Sales- P ‘ i j ‘ . P 

man with an established retail follow- in their respective territories will be considered. 

ing to represent Brooklyn Ladies’ turn : awe ° ° 2 

factory. One with capital preferred to Choice Central Western territories open. Give full particulars in first letter. 
take interest in business. Address ° ° 
N-530, c/o Boot and Shoe Re- Address B-939, care of Boot & Shoe Recorder, 189 W. Madison St., Chicago, III. 
corder, 239 W. 39th St., New 
York, N. Y. 














WANTED Splendid Opportunity for Live-Wire 


BPxperienced Salesmen for High Grade a F - 
ye SSE Salesman to Join Reynolds Organization 
for Arkansas, Oklahoma and Texas. 


inta ‘ 
with BE yy Fe Give We are anxious to engage an alert salesman between the ages of 30 and 
full information in first letter. The P. 40 years who has had some experience in selling shoes. This position 


es Vegeay, Cinelanes, has an interesting and profitable future for the man with impressive 
personality and plenty of ambition. 


Address—The Reynolds Company, Providence, R. I. 








SALESMAN 
Wanted on old reputable line Women’s 
popular priced novelty McKays in Middle 
West to wholesalers, mail and chain 
OF tite een a — —— 
an n es an outhwes M W A N 
Coast. May a oe ved nen, apere SALES EN TED 
b O64. c/o Boot & Shoe mecsolien, Experienced men with following to sell factory line of women’s novelties 
207 South St., Boston, Mass. on commission basis. In-stock Department. Side line arrangement con- 
sidered. This is an opportunity worth applying for. Address B-958, c/o 


Boot & Shoe Recorder, 207 South St., Boston, Mass. 

















NEW YORK STATE 
Wanted—High grade Salesman to carry, 
as side line, our Quality Soft Soles and 
York State: “Self Starters” are readily 

r e: ‘Se rters’’ are y 
sold wherever Infants’ Shoes are carried. SALESMEN WANTED A Real Salesman for a Real 
10% Commission. Write and learn more - 
about the shoe that has no competition. - ‘ Good Line 
The Carpenter Shoe Co., Roches- Men with a following among ‘a sieidiedn dadea = 
ter, N the good class trade, conversant ee ate turns ta otal esse es 
with corrective footwear, to es- $13. as Igier Shoe Mfg. 
tablish a volume business on .Y¥. roadway, Brooklyn, 
the Certified PROVEN ARCH pales 
n> lp nk gga Shoe for men and women. Sup- 
Se eet Gealevd Snes eoliing Mine of weer ports the arch across the ball as 
*s, mi d d children’ ities, f * : P 
immediate delivery, on commiecton baste. well as from heel to ball. Histyle SALESAR ven ee trade Pag men 
ee really worth while, —Instock line. Rich territories on seven per cent commission, Misses’,  Chil- 
Address 7, c/o Boot d open south and southwest. dren’s and Infants’ Turn Shoes to ‘Retail 
Trade. References _necesary. Edward UH. 




















Shoe Recorder, 207 South *St., 
Boston, Mass. Stonefield-Evans Shoe Co., Kennedy, 9 Furnace St., Rochester, N. Y. 
11 = Rockford, Illinois 




















: S eg me Vomiting, Chi the eo — 
an inois (omitting Chicago) an sas 
SIDE LINE SALESMAN cee our ine Px - oe = uity, Mo., - ‘well eS oe ee in Wis- 
ur line ‘a ruisers, consin, to sell well established and well 
line of Dr. Chane" Cashion a gers and k Shoes, about 15 numbers, 8 known line of women’s medium priced McKays 
ye Can bee og ee pron 9 commission, - "in Colorado, Wyoming, Utah, and welts. There is already a nice established 
Line Bg will otay ead im any Kesshere California, Northern Minnesota, business in this territory. Will only consider 
store. Write at once. Address b-do5. rkansas, Oklahoma, Texas, Kentucky an men of some experience as salesmen in this 
gare, Mgot @ Shoe Recorder, 207 |] — Tennesscs. Line ready March 1.” Give experi territory. "Send complete. referen 
ou t., Boston ass. ; references. ress care ° les, and w 
e ‘ Bost and Shoe Recorder, 189 W. Madison St., first letter. mes B-937, care > 
icago, Ill. Shoe Recorder, 207 South St. Boston, Mass. 
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SALESWOMAN WANTED 





SALESMEN to sell side line all leather fiexi- 
ble turns 1/5 and stitchdowns 2/11; popular 
esos on shoes in stock. Give ‘full 

culars. per cent —e i oe 
Con 420 $. Paul, Rochester, 





SALESMAN Wanted—To sell a well-known 
and medium high-grade line of women’s 
McKay’s and welts in the States of Minscem. 
North and South Dakota and part of Wis- 
consin. Wehave a certain amount of 
established business in this territory and will 
only consider men who have already travelled 
this 5 “2 writing us your first 
letter sure to Fy references which we 
can use a once, and the amount of your sales 
for the past few years. Address B-943, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED—Side line salesmen for men’s in- 
stcck five dollar retailers. Dress styles 
direct from manufacturer.. Write giving ex- 
perience, territory and present line. Address 
B-929, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ALESMEN WANTED—Belgrade McKays 
territories open. No. 1—Illinois; No. 2— 
New fer and Indiana; No. 3—Pennsylvania and 


New Jersey; No. 4—New York; No. 5—Maine, 
New Hampshire, and Vermont; No. 6— Massa- 
chusetts, Rhode Island and Connecticut. Com- 
mission 6%. Only men with established trade 
wanted. Give full particulars and references in 
first letter. Address B-947, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





GALAeuAR wiht established trade covering 

Western Pennsylvania and Middle States to 
carry line of womans wet grade turn shoes. 
Apply Andrews-Wylie-Masser, Inc., 1924 E 
Dauphin St. Philadelphia, Penn. 





WANTED—Shoe salesman to our line 
Turkish ar mg on commission basis, 
through the Mid West and Southern states, 
and Pacific Coast. —_ H. Kazanjian & Co., 
170 Bellevue Ave., Newport, R. I. 





NOVELTY LINE FOR SOUTHERN TER- 
+% RITORY. Live house carrying very snappy 
line of women’s popular priced novelties, wants 
resident salesman for Kentucky and Tennessee, 
also Texas. Address B-951, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





ALESMEN experienced in territories and in 
handling men’s welt shoes wanted by large 
Eastern manufacturer producing popular — 
men’s welts, in following territories: No. 1— 
Wisconsin and Minnesota; No. 2—Cook 
County, Illinois; No. 3—Arkansas, Oklahoma 
and Louisiana; No. 4—Texas. Applications 
should be accompanied by full information and 
references, all of which will be treated in strict 
confidence. Address B-953, care Boot-& Shoe 
Recorder, 207 South St., Boston, Mass. 





S ALESMAN WANTED — Experienced men 
with following only, to sell a complete fac- 
tory line of ““‘Tom Boy” infant’s, child’s, misses’ 
little gents’ and youths’ three sole process, stitch 
down shoes. Stock department. Side line ar- 
rangements consider HERBST SHOE 
MFG, CO., Milwaukee, Wis. 


WELL known New York wholesale house 
selling medium priced novelties has all 
local territories open. xperien lesman, 
also resident salesman. Connecticut, Philadel- 
eee, — and Washington. References and 

ce in first letter. Apply Box 
} s3i. care Boot and Shoe Recorder, 239 W. 
39th St., New York City. 


E XPERIENCED 








traveling man to_ sell 

women’s turns. Communications will be 
treated in strict confidence. Baker-Chandler 
Company, 641 Lexington Ave., Brooklyn, N. Y. 


SALESMEN ‘WANTED for retail and depart- 
ment store trade. edium grade up to the 
minute line of genuine’ Goodyear welts. Best 
numbers carried in stock in season. Can be 
carried as side line. To be sold on commission 
basis. None but men with established trade 
need apply. Furnish references with first letter. 
Following territory open: Ohio, ——* Tili- 
nois, Kentucky, Arkansas, Missouri, Iowa, Wis- 
consin, Minnesota, North and South Dakota, 
Nebraska, Kansas, Oklahoma and Texas. Cen- 
tury Shoe Co., Inc., Macungie, Pa. 


SALESMAN—We have an opening for a first- 
class man to handle a line of men’s 
and women’s felt and leather soft-sole slippers. 
Apply to BAY STATE SLIPPER CO.. 546-8 
Slater Bldg., Worcester, Mass. 








EXPERIENCED SALESMEN WANTED 
for California, Washington, Oregon, Idaho, 
Montana, Wyoming, Nevada, Utah, Colorado, 
Arizona, New Mexico, by Bedford Shoe Co., 
Carlisle. Pa., who produce infants’, Children’s 
and Misses’ turns, patented welts and straight 
Goodyear welts, and by Johnson-Baillie Shoe 
Co., Millersburg, Pa., who produce growing 
iia misses’ and children’s flexible McKays. 

ish to divide territory between two men. 


Commission basis. Established trade. 








Position Wanted 


Accountant (young woman) 
seeks position in New England. 
Has had entire charge of ac- 
counts and costs of shoe manu- 
facturing firm, but conditions 
over which she has no control 
make change necessary. Fine 
record of service and ability. 
Best of references. Address 
B-936, care Boot and Shoe Re- 
— 207 South St., Boston, 

ass. 














YOUNG =m, ten years’ shoe experience, rep- 
resenting large manufacturer, desires to 
make change for territory covering all or part 
of Metropolitan district. Address N-528 care 
Boot & Shoe Recorder, 239 W. 39th St., New 
York N. Y. 





SALESMAN would like to connect with manu- 
facturer of women’s novelty shoes. I have 
been covering the entire South for several years 
and know the trade thoroughly.. Address 
N-532, care Boot and Shoe Recorder, 239 W. 
39th St., New York City.. 


SAMPLES FOR SALE 








Contract wanted to handle our 
samples on fixed price plan. 
Shipments to be made once a 
month or oftener by a specialty 
women’s up-to-the-minute shoes, 
prices ranging from $3.60 to 
$4.60 on sizes mostly 3%, 4 
and 4%. 

Shipments to be made at least 
once a month. A-1 concern only 
apply. 

Address B-946, care of Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 

















FOR SALE 


FoR SALE—Shoe Store—Southern Indiana. 

County seat. Clean stock. Invoice with 

fixtures eight to nine thousand—lease in room. 

Reason for — Address B-926, care Boot 

god Shoe Recorder, 207 South St., Boston, 
ass. 








S HOE STORE FOR SALE in New Jersey. 
Fine equipped store, good location. Sole 
agency for three well advertised lines. Estab- 
lished for 30 years. Small stock. Will rent 
store and fixtures to a responsible party. Owner 
desires to retire. Address B-952, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





Geor paying shoe store of long standing. 
Stock in A-1 condition. One of the best 
medium sized towns in Central New York. Ap- 
proximately $5000 stock. A wonderful oppor- 
tunity for a live wire. Address B-949, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








T°? a manufacturer of women’s or children’s 
shoes of the medium grades looking for vol- 
ume turn-over in New York and New Jersey, 
a man of successful record, 18 years’ experience 
with large following, invites correspondence. 

establish New York office if necessary, and 
finance himself. Address N-533, care Boot and 
Shoe Recorder, 239 W. 39th St., New York 





FOR RENT 








Choice Shoe Space for Rent 


Ground floor in best exclusive three floor 
ready to wear firm of 15 years’ standing. 
Drawing trade from 50 mile radius in 
best educational city in the South. Fiat 
rent or commission basis conside 
Apply at once. W. T. Collins, Ine., 
Athens, Ga. 











Do You Want a Factory Representative Office in California? 
For firms desiring Pacific Coast representation, this is an unusually good op- 


portunity. 


I am a native Californian with wide experience in wholesale and 


retail fields of men’s, women’s and children’s shoes, felt slippers, rubbers and 


canvas footwear. 


I am favorably known by the entire coast trade. 


I feel 


San Francisco has a wonderful future and I want to open an office here for 


two or more non-conflicting lines. 


Will travel California, Oregon and Washing- 


ton. I want nothing but a permanent connection—and I can make such a 


connection profitable to both sides of the contract. 


Full details of my past 
Address, B-966, Boot 


and Shoe Recorder, 207 South Street, Boston, Mass. 


GFEFFFFTFSTFSFFFFFSSISFFFSIFSIISIIFFFTIFIFIFIFTISIFIISIFIS. 


: business career and future plans given to reliable parties. 


Wages a salesman of experience and 

ability ogee 5 line of Shoes or Rubbers 
for western Massachusetts territory. Address 
B-942, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


HELP WANTED 














WANTED 


Young man, as associate in styling 
men’s shcees for —_— West 2 
turing concern. age, juca tion 

d experience. dress B 
care Boot and Shoe Recorder, 
207 South St., Boston, Mags. 














FOR LEASE 





FOR LEASE—Space in women’s and misses’ 
ready-to-wear store for high grade shoe de- 
partment. Situated in bustling Central Ken- 
tucky city of 50,000 population. Store stra! 
cally located in center of business district. t 
interested address B-950, care Boot and Shoe 
Recorder, 207 South St. Boston, Mass. 





WANTED TO PURCHASE 


WANT to purchase shoe store in north Jersey, 
Lond Island or Westchester; complete de- 
tails. Address N-529, care Boot "and Shoe Re- 
corder, 239 W. 39th St., New York City. 
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FOR RENT 


FOR RENT 


MISCELLANEOUS 

















FOR RENT 


Plumb in the Center of New York’s Shoe District! 


A first class sales office and display room in the heart of the New York 
shoe district. Wéill rent this exceedingly desirable space for one substantial 


line or to two non-competitive houses. For details address 


B-944, c/o Boot and Shoe Recorder 
239 West 39th St., New York City, N. Y. 














WANTED TO PURCHASE 


MISCELLANEOUS 








We buy quick ont pay highest cash 
pyise for retail and wholesale stocks 
shoes or any other merchandise. 
Quantity no object. 
r 30 years our specialty. 
Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
Proprietor 


Ww. 
610 Broadway, 
Phone Pulaski 1798 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 


CUT STEEL 
BEADED BUCKLES 


Exclusive Designs 
Reasonable Prices 
Wide Variety 
Send for sample selection 
PuapeLtPHiA SHoe Novetty Co. 
Manufacturers 
1210 No. 7th St., Philadelphia, Pa. 


“MANCHESTER” 


CURVED JAW NIPPER 


Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade Mark Reg. U. 8. 


nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W.. Whitcher Co. 


Patentees and Manufacturers 


Chicage Branch 
Boston, Mass. 161 W. Lake St. 




















We offer you cash for surplus shoes, slow 

sellers, and manufacturers’ cancella 

Also buy entire shoe stocks. Quick terms. 
25 years in the jobbing business. 


MARTIN POSNER & CO. 
326 Church St., New York, N. Y. 
Phone Walker 5846 








HIGHEST CASH age 4 PAID 
for entire shoe stocks. e also buy 
your surplus or slow - By maneitee 
no object. Retail or whol 
tom oe taken *.. your - 

or one us. rrespondence 
confident: gw 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0352 


—SNAKES— 


Genuine and Imitation 


ALLIGATORS 


. Exquisite Pastel Colors with 
Gold or Silver Veins 
LEATHER DE LUXE CO. 
47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” 














CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








CASH PAID 


(or entire shoe stocks or sersine stocks 
. shoes or other merchan Any 
uantity. Prompt attention given: 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 





WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 


| Send for Catalog and Prices 














A SHOE STORE NECESSITY 


“V ARNUM” 
(Trade Mark Reg. U. 8. Pat. Off.) 
SIZE STICK 
The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, 
English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 


and useful one as 
Specify “VARNUM” 


To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. ‘Six; 











When writing to advertisers please mention Boot anp Suozr Recorper 
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MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 











IDEAL ROLLING 
LADDERS 











are 
25% Ch 
ot hme 804 
Write for Catalog 
Success Furniture 


ay 
































LABELS 





ATTRACTIVE 
SHOE CARTONS 


e exclusive shoe trade 


PRICE-SERVICE-OQUALITY 
THAT SATISFY 


& tex 
SBELs Exar 


S$-27's LEXINGTON AVE 
BROOKLYN N.Y 
GREA I SHOE CARION MF 


upos 
gation. 





SHOE CARTON 


abels 


We design and print most 
of those used by 1@ ateis) ool Bbe- (el: 


> 


Complete al of samples on request 
Th) My 
i, 


OFFICES ano PLANT: BROCKTON MASS 
‘ BOSTON m+} 


nore 
| FN 3-3 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


So-S9W 34TH ST: N-Y.C. 
id oodal =m s At-1 OO). F-30) ol ie) 








Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible source 
of information as to where and what to buy. 
They are worthy of your closest attention. 











Made Only of Wood 
for all lines 


IMMEDIATE 


SHIPMENTS 
Send for Catalog 
Tug Oscar Onnen Co 


Ti WwW. FOURTH $V. 
CINCINNAT?, O&O 


do not mere 
Metal Fixtures oe 


ONSIS 


ESTABLISHED 188O 4 














Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our prices before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 











CUSHION 
TIRE 


tye 














Money 
Maker 
for the Dealer 


Improved Featherweight 


CHURCHILL MFG. CO. 
278 Thorndike Street, 
Lowell, Mass. 


Nathaniel Arnold Is Dead 


NORTH ABINGTON, MAss.—Na- 
thaniel Arnold, one of the oldest 
residents of this part of the state, 
aged 92 years, died at his home 
here on Jan. 27, after several weeks’ 
illness. He was a founder and long 
a member of the firm of Arnold 
Brothers’ Last Company. 

During his earlier life he was for 
several years the champion rifle shot 
in Massachusetts, and for many 
years he was a noted hunter, well 
known to the sportsmen at the gun- 
ning stands in the Cape Cod district. 
He was a member of John Cutler 
Lodge, A. F. A. M. He is survived 
by four married daughters and a 
son, N. Everett Arnold, who lives in 
California. 


Williams Visits Coolidge 

Harry H. Williams, head of the 
C. S. Pierce Co., shoe findings busi- 
ness, the first week in February was 
the week-end guest of President 
Coolidge at the White House. Mr. 
Williams, former member of the 
Governor’s council and Rotary gov- 
ernor in this district, was accom- 
panied by his wife. The couple are 
among the few intimate friends of 
the White House occupants to be en- 
tertained in Washington. 


Field Speaks at Horse 
Meeting 


President Fred F. Field of Field 
& Flint Shoe Co., was a speaker at 
the annual meeting of the New En- 
gland Horsemen’s Association in 
Boston this week, declaring that 
there are plenty of young men who 
are taking up with full enthusiasm 
the work of keeping racing alive in 
New England. Had he been speak- 
ing to a gathering of shoe men he 
might have expressed the same 
thought as regards the shoe indus- 


try. 
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